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Bantam Rebounds 
I Visit Butler 
Prosperity in West 
Hughson Stirs Embers 
Olds Automatic 


ee 
By 


Chris Sinsabaugh 


fyOY EVANS has come into his 
heritage, his by right of con- 
uest—the physical assets of the 
late lamented 
American Aus- 

tin Car Co., Inc., 

which in 1929 

Americanized 

the English 

Austin, a mid- 

get car . which 

could park on a 

dime and run 

. F an astounding 

: number of miles 

/ on a couple 
whiffs of gaso- 

line. American 
ustin located in Butler, Pa., ac- 
ijuiring from the Standard Steel 
fvar Corp. 14 acres of land and a 
umber of buildings located 
@reon with approximately 332,- 

7 feet of floor space. The ma- 
inery the Austin people in- 
illed cost them approximately 
90,000, with another 
pent on dies, tools, pigs, etc. 
1ecessary in the production of 
1utomobiles. Taking depreciation 
nto consideration, this equipment 
ius of today is worth nearly $900,- 


00, appraisers declare. 
* * * 


Roy Evans 


THE DEPRESSION knocked 
merican Austin on the 
fter it had produced about 
0,000, which necessitated a re- 
iceivership in 1932, with R. O. Gill 
picking up the pieces. He built 
11,000 American Austins in the 
mext three years and it was in 
his stretch that Roy Evans came 
into the picture. He became a dis- 
ributor and it was through his 
outlets that 7,000 of the 11,000 
were sold. This experience con- 
inced him that there is an un- 
apped market in America for 
ow-priced automobile transpor- 
ation, something lower than the 
recognized low bracket in the 
American industry. So a year ago 
Ihe bought up the assets of Ameri- 
an Austin and formed a brand 
ew organization, the American 
Bantam Car Co. He is president, 
f course. 
* OK 
IT HAS TAKEN HIM a year to 
st his new house in order in a 
nancial way. But all this time he 
as been working on his engi- 
eering plans and getting ready 
»b become a new Richmond in the 
eld. With his announcement this 
eek, that of the 90,000 shares of 
ock which were originally of- 
red in the new company, 85,000 
hares have been sold and the re- 
aining 5,000 withdrawn from 
he market, he’s getting the green 
ght. 
Reading this, I sensed there 
was a story back of the news so 
i (Continued on Page 12, Col. 1) 
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DETROIT, SATURDAY, JULY 24, 1937 


Car Employment Tops ’29 


Average Payrolls 
Show Increase of 


$100,000 a Week 


DETR OIT.—More men 
have been employed in the 
automobile manufacturing 
‘industry during 1937 than 
in any preceding year, in- 
|cluding 1929 when the peak of 
production occurred, according to 
|figures released by the Automo- 
bile Manufacturers Assn. 

The average employment for 
the first eight months of 1937 
production was 522,000 men, com- 
pared to 463,000 during the same 
period of 1936. 

The previous employment rec- 
lord for the first eight months of 
1929 was 489,000, or 6 per cent 
| below the current season’s level. 
The comparisons: 

Average 
Factory 
Employment 
522,000 
463,000 


Average 
Weekly 
Payrolls 
$15,885,000 
12,461,000 
489,000 15,785,000 
| Figures are for first 
months of each production year, 
land cover all automobile and 


exclude parts manufacturers. The 


11936 and 1937 years began with 


October of the preceding year; 
1929 production started in January. 


Knudsen Insists 
On Right to Fire 
Wildeat Strikers 


DETROIT.—Reiterating the cor- 
poration’s stand that wildcat 
strikes must be stopped, William 
S. Knudsen, president of General 
Motors, this week wrote a letter 
to Homer Martin, president of the 
United Automobile Workers, set- 
ting forth that GM will not agree 
to changes in the present union 
contract until something is done 
about the strike situation. 

It is felt, he declared, that with- 
out definite guarantees against 
unwarranted interruptions to pro- 
duction, the agreement will con- 
tinue to be unsatisfactory to both 
men and management. 

Knudsen’s letter to Martin fol- 
lows: 

“This is in reply to your letter 
of July 13. The main point of that 
letter is your claim that the 
reason the union has violated the 
provision in our agreement which 
prohibited stoppages until the 
grievance procedure had been ex- 
hausted, is that the grievance pro- 
cedure itself is not satisfactory. 

“In none of the over 200 cases 








in which a strike occurred, did 
your organization follow the griev- 
ance procedure to a conclusion. 
In many cases, the strikes were 
called before the management was 
(Continued on Page 3, Col. 3) 


eight | 


body manufacturing plants, but | 








MORE THAN 350 DELEGATES from the National Editorial Assn. 
were guests of Pontiac Motors at a luncheon at the Pontiac plant this 


week. Left to right: Clayton Rand, Gulfport, Miss., publisher and re- 


tiring president of NEA; H. J. Klingler, general manager of Pontiac; 
and W. S. Knudsen, president of General Motors. 





Half Output Hits 2,917,420 


Against 2,594,508 in 1936 


DETROIT. 
passenger cars and trucks in the 
United States and Canada in 
June reached a total of 521,139 
units according to the Department 
of Commerce as compared with 
the ADN estimate made earlier 
of 515,707 units. The June produc- 
tion brings the total for the first 
six months of the year to 2,917,420 
units against a total for the same 
period last year of 2,594,508. On 
this basis the industry at the half- 
way mark was close to a half 
million units above 1936 despite 
the strikes and interruptions that 
have afflicted it. 

Of the June production the 
United States accounted for 497,- 
298 units while 23,841 units were 
produced in plants in Canada. Of 
the first half production the 


The Top Ten 
PASSENGER CARS 


First Ten in Registrations 
as Reported in ADN Today. 
1937 — 1936 
Pos. Make Pos. 
1—452,294 Ford 377,695— 2 
2—377,531 Chev. 480,793— 1 
3—240,377 Plym. 236,604— 3 
4—131,537 Ddge. 117,638— 4 
5—104,915 Pont. 82,718— 6 
6— 96,159 Olds. 98,148— 5 
7— 92,884 Buick 73,941— 7 
8— 52,587 Pack. 26,090—I11 
9— 48,536 Hud.* 50,279— 8 
10— 43,611 Chrys. 28,002—10 
* Includes Terraplane. 
Total All Makes 
1,820,412 1,679,692 


See Total Registrations to Date, 1937- 
1936, pages 16 and 17 this issue. 


- Production of| United States plants contributed 


2,788,849 units 
last year. 
The production in United States 


against 2,488,560 


plants during the first half con-| 
sisted of 2,286,958 passenger cars | 


against 2,041,462 last year. Truck 
production totaled 501,891 against 
447,098 last year. Of the passenger 
car production by U.S. plants 2,- 
136,582 vehicles went into the do- 
mestic market and 150,376 were 
for export. Last year during the 
first half 1,927,177 passenger cars 
went into the domestic market 
while 114,285 were exported. 


In the commercial car and truck 
field during the first half 404,373 
units went into the domestic 
market and 97,518 were for export. 
Last year the domestic market 
absorbed 373,478 commercial cars 
and trucks and 73,620 units went 
for export during the first six 
months. 


i 
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Most Dealers 
Favor Current 
Time Payments 


Terms on Coast More 
Liberal Than in East, 
ADN Survey Shows 


DETROIT. — What con- 
stitutes looseness in credit 
extension in automobile ‘re- 
tailing seems to depend con- 


siderably upon where you 
are operating, according to a sur- 
vey this’ week by ADN’s Inquir- 
ing Reporter. While some dealers 
on the eastern seaboard lament 
the fact’ that terms extending 
payments over 18 months are be- 
ing offered, dealers on the Pacific 
Coast ‘seem to be standardized 
moré or less’ on a 24-month pian 
with down payments ranging 
from one-quarter to one-third of 
the purchase price. 

Opinion among dealers regard- 
ing the extension of credit and 
its ultimate. effect on business is 
quite divided...One dealer de- 
clares that to: extend credit on 
any article of merchandise, with 
the exception of some household 
articles, to more than 18 months, 
is a menace both to the seller and 
the purchaser. Another dealer, 
however, points out that a tight- 
ening of credit would seriously 


| affect sales, and backs his pres- 


ent methods of credit extension 
by the statement that during 36 
years of operation his company 
has repossessed only eight cars. 

Finance companies, on the 
other hand, seem to feel that 
while the loosening of credit dur- 
ing 1934, '35 and ’36 has had a 
very beneficial effect on new car 
sales, it has had a tendency to 
discourage used car purchases 
largely because the more favor- 
able terms did not apply to used 
cars. They feel also that sounder 
methods of credit extension are 
needed now to prevent an infla- 
tion in car sales which would 
collapse about their ears and the 
ears of the dealer in event of a 
recession in business and an in- 
crease in unemployment. 


Opinions expressed to the In- 


Canadian production for June| quiring reporter by dealers in 


(Continued on Page 9, Col. 2) 


(Continued on Page 3, Col. 1) 


Bantam Car Production 


Assured by Stock Sale 


BUTLER, Pa.—R. S. Evans,|ness except current liabilities of 


president of the American Bantam 
Car Co. here, announces that of 
the 90,000 shares of stock original- 
ly offered in the new company, 
85,000 shares have been sold and 
the remaining 5,000 shares have 
been withdrawn from the market. 


Evans states that the company 
is now fully financed for produc- 
tion; has assets in excess of $1,- 
500,000, of which one-third is in 
cash; and is free of all indebted- 


less than $15,000. 

“During the past six months, 
while the company was being 
financed,” said Evans, “engineer- 
ing and designing for the new 
line of trucks and passenger cars 
was completed, commitments 
made and orders placed for ma- 
terials. Production is scheduled 
for September.” 

Initial production of the Amer- 

(Continued on Page 18, Col. 5) 
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Cameron Brands NLRB a “Traveling Inquisition’ 


AUTOMOTIVE 


Newspapers Hit for Poor 
Handling of Strike News 


DETROIT.—Branding the Na-| 


Labor Relations Board a 
court of inquisition,” 


tional 
traveling 


William J. Cameron, of the Ford | 
in an ad- | 
dress before the National Edito- | 


Motor Co., Wednesday, 
rial Assn. here, attacked the han- 
dling of strike news by Detroit 
and other newspapers and decried 
the governmental “smearing” of 
private corporations. 

News events have been manip- 


ulated by union leaders, Cameron | 


Herrick, Vance 
Are Given New 
Posts at De Soto 


DETROIT.—Appointments of D. 
M. Herrick as director of regions 
and K. W. Vance as merchandis- 
ing manager of 
the De Soto di- 
vision of Chrys- 
ler Corp. were 
announced this 
week by J. B. 

Wagstaff, gen- 


D. M. Herrick 
eral sales man- 
ager. Both will 
assume their 
new duties im- 
mediately, re- 
placing J. F. 

ance Boyd and R. M. 
ew Roth who are 
leaving Detroit to open a De Soto 
dealership in Tampa, Fla. 

Herrick, prior to his appoint- 
ment, had been assistant to Byron 
C. Foy, De Soto president. He 
first came with De Soto in 1932 
as supervisor of Plymouth sales 
among De Soto dealers. Since 
that time he has been assistant 
to the vice-president and assist- 
ant to the president. 

He is a native of Toledo and a 
graduate of the University of 
Michigan. After graduation he 
worked for Ernst & Ernst, in| 
Toledo, for several years. He first | 
entered the automobile business 


in 1925 in Toledo, and just prior | 


to coming with De Soto was vice- 


president and secretary for an} 
distributor for north-| 


automobile 
ern Illinois. 

Vance has been with De Soto 
for the past few years. He has 
wide experience in automobile 
advertising and merchandising, 
having spent 20 years in creative 
and copy work with factories, 
agencies and moving picture pro- 
ducers. 

Boyd, who has been with De 
Soto since 1929, will open his new 
dealership in Tampa on Aug. 2. 
Roth will be- associated with 
Boyd | as } general manager. 


HERE’S THE NEW Graham- 


told the NEA national conclave 
| here, and the press has unwit- 
tingly made a public hero out of 
John L. Lewis and his CIO. He 
suggested that newspapers em- 
ploy at least one person familiar 
|with present labor conditions, 
who could give the real facts 
about the controversy. 


| Referring to the present labor 
| board hearing on charges grow- 
| ing out of the May disturbance at 
the Ford Rouge plant, Cameron 
| declared: 

| “The Ford company has been 
| the victim of a deliberate smear- 
|ing campaign designed to con- 
vince people that all employers 
are outside the pale of human 
decency. 

“Probably every daily paper to- 
day will have some reference to 
the Ford riot, and yet there never 
has been a Ford riot. There never 
has been a labor disturbance in 
the Ford shops, but this name is 
daily linked with the most de- 
testable form of labor trouble, a 
riot. 

“That is not the purpose of the 
papers that print it, but of the 
sources that manufacture the 
events on which the news is 
based. The purpose is to convince 
the public that even Ford, whom 
everybody thought to be half-way 
decent, is as bad as the worst of 
them and therefore all industry is 
outside the pale.” 

Political and legal influences 
have been combined to carry out 
the legal lynching of respectable 
names in industry, Cameron 
charged. 

The Federal law sets up travel- 
ing courts of inquisition, which is- 
sue charges that often read like 
stump speeches from a Socialist 
or Communist platform,” he said, 
in reference to the National La- 
bor Relations Board. 

“These charges are of course 
duly heralded and_ broadcast 
through the press and that’s no 
small part of the intention,” Cam- 
eron said. “Publicity is the lash 
to that whip. No business name 
or reputation is safe from it.” 


| Regional Meeting Set 
By SAE for Chicago 


CHICAGO.—The Society of 
Automotive Engineers will hold a 
| regional meeting Sept. 29-Oct. 1 
at the Blackstone Hotel. This 
will be the transportation and 
maintenance meeting, and a large 
attendance of truck engineers, 
fleet operators and bus operators 
is expected. 

The Wednesday afternoon meet- 
ing will deal with “How Gross 
Ratings of Motor Trucks Are 
Figured.” 








tenance,” while the 
meeting will cover “Bus Venti- 
lation.’ Friday morning will be 
devoted to “Steam Locomotives. 4 


Bradley all-purpose tractor, intro- 


duced and demonstrated recently at the Graham Farms, Washington, 
Ind. The tractor is being manufactured at the Graham-Paige factory 
in Detroit and will be sold through Sears, Roebuck stores. 


DAILY NEWS, SATURDAY, JULY 24, 1937 


CONGRATULATING THE THREE Detroit winners in the local 
Fisher Body Craftsman’s Guild is William A. Fisher, vice-president of 
General Motors and president of the guild. Left to right: Fisher; Vic- 
tor Cooper, who won second place in the senior division; Teddy Man- 
del, 14, first junior state and regional winner; Guild secretary William 


S. McLean, and Peter Woszczyna, first place winner in the senior | 


{ 
| 


Winners Named 
In Fisher Body 
Guild Contest 


DETROIT.—Teddy Mandel, 14- 
year-old Detroit boy, and Peter 
Woszczyna, 19, also of Detroit, 


| this week were declared winners 
| of $100 each and first place hon- 
| ors in the junior and senior divi- 
| sions of the Fisher Body Crafts- 
| man’s 


Guild model car design 
competition for Michigan. 

The miniature automobile con- 
structed by Mandel also tri- 
umphed over entries from other 


| states in this region, winning one 


of the two regional designations 
to the seventh convention of the 
General Motors-sponsored educa- 
tional foundation to be held in | 
Detroit Aug. 31 to Sept. 3, which | 
were offered to builders of the | 





division for Michigan. 


models making the highest score 
in each age division. As junior 





FTC Charges. False Ads 
To Ford, General Motors 


WASHINGTON. — Complaints 
charging General Motors Corp. 
and Ford Motor Co. with using 
false and misleading representa- 
tions in advertising the prices at 
which certain of their passenger 
cars are sold to the public, were 
issued here this week by the Fed- 
eral Trade Commission. General 
Motors Sales Corp. also is named 
as a respondent. 


Advertisements of the respon- 
dent companies, it is alleged, con- 
tain illustrations or «descriptions 
of motor cars, and feature, 
usually in large numerals, a des- 
ignated f.o.b. price. The com- 
plaints charge the advertisements 
are arranged in such a manner 
as to create the impression that 
fully-equipped cars so illustrated 
and described may be purchased | 
at the f.o.b. or delivery point com- 
plete and ready for operation for 
the prices featured, or at other 
points for the featured prices 
plus the cost of transportation. 

The passenger cars so adver- | 
tised, the complaints aver, are | 
not the models usually sold for 
the featured price, which gener- | 
ally is the price charged by the 
respondent companies for their 
less expensive cars. It is alleged | 
that the cars so illustrated or | 
described cannot be purchased at 
retail for the featured price at 
the f.o.b. or delivery point, or at 
the ultimate destination for such 
price plus transportation charges, 





‘Prices on Cars, 


On Thursday the morning meet- | 
ing will be devoted to “Tire Main- | 
afternoon | 


Trucks Rise In 
England, France 
Aiea 


LONDON. car and truck 


| prices have been hiked from 5 to 


25 per cent in England and France 
the past few weeks, due to in- 
creased costs of production, ac- 
cording to the Motor Trader. The 
increases range from 5 to 10 per 
cent in the British Isles, while 
French price boosts have been 


more pronounced, hitting as high | 


as 25 per cent in some cases. 

Parts and accessory prices have 
likewise gone up, in some in- 
stances as high as 30 per cent in| 
France. The rise in both car and | 
parts prices had been expected | 
for some time because of the | 
ever-increasing costs of materials | 
and production. 

Among the companies boosting 
car and truck prices was Ford, 
whose increases range from 5 to 
10 per cent. New Austin cars are 
selling from 7% to 10 per cent 
higher, while the Morris and 
Wolseley vehicles are marked up 
around 5 per cent. 


| Wright, 


| Portland early in August at the 


regional winner, young Mandel 
becomes eligible to participate in 
the distribution of the $5,000 uni- 
versity scholarships offered as na- 
tional awards. Charles Bangert jr. 
of London, O., was the senior re- 
gional winner. 

Seventy state and two regional 
winners among boys from Michi- 
gan, Ohio, Indiana, Illinois and 
Wisconsin were announced by 
William A. Fisher, vice-president 
of General Motors Corp. and pres- 
ident of the guild, at the audi- 
torium in the General Motors 
building, where the tiny autos 
have been judged and on exhibi- 
tion for the past ten days. Cash 
awards in this region amounted 
to $3,250. A total of two $5,000} 
university scholarships and 704 
other awards valued at $47,350 are; 
being competed for throughout 
the United States. 


without the payment of additional 
charges for added equipment and 
accessories constituting part of 
what the public understands to 
be a complete car ready for oper- 
ation. 

Other charges frequently and 
generally added are for such 
items as taxes, advertising, han- 
dling and conditioning, according 
to the complaints, which further 
allege that in instances where 
statements are made of charges 
in addition to the specified f.o.b. 
price. Such statements are printed 
in such fine type as to be almost 
totally obscured by the large type 
or figures featuring the f.o.b. 
price. 

Deception of the public and 
injury to competitors allegedly 
result from the respondent com- 
panies’ practices, which, the com- 
plaints charge, are in violation of 
Section 5 of the Federal Trade 
Commission Act. 

The companies are allowed 20 
days from service of the com- 
plaints to answer the charges. 


Goodrich Promotes 


Morledge and Bowlzer 


AKRON.—Chester T. Morledge, 
in the rubber industry for the; 
past 17 years, has been named 
assistant manager of The B. F. 
Goodrich Co., automobile tire de- 
partment, it is announced by 
|W. C. Behoteguy, tire sales de- 
| partment head. 


At the same time it was an- 
nounced that A. R. Bowzler, 
of Ballow & Wright, has) 


b d it ; formerly sales promotion man- 
een named as general tournament | istrict, has 
chairman for the National Amateur | 78°" of the Denver distric 


Golf Championship, which comes to|>€e" transferred to Akron as 
assistant manager of sales pro- 


| motion. 


Wright Appointed 
PORTLAND, Ore.— Charles _ F.| 





Alderwood Country Club. 





STUDYING RECONDITIONING METHODS advocated by Chev- 
rolet are, left to right: J. W. Settle, assistant zone manager in charge | 
of used car merchandising, Oakland, Calif., zone; H. V. Thatch, 
Redding, Calif., dealer; E. H. Lowden, Redding dealer; R. J. Crowe, 
Chico, Calif., dealer; George F. Raddue; Clyde Williams, Marrysville, 
Calif., dealer; and Irving Cohen, Chevrolet instructor. The machine is 


the latest development in apparatus to adjust headlights. 
' 
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Dealers Favor Current Time-Payment Methods 


@- 


Coast Terms More Liberal 


Than East, Survey Reveals| 


ADN’s Inquiring Reporter This Week Asked 
The Following Questions: 


Do you believe credit terms are too loose? 


Would you favor 


tightening credit at this time through larger down payments 
or reduction in number of monthly payments? 


(Continued from Page 1) 


New York, Chicago and Los| 


Angeles are as follows: 
Wallace Austin, vice-president | 
and sales manager of Paul G.| 
Hoffman Co., (Studebaker), Los | 
Angeles—“We do 
not accept any 
contracts over 
24 months, and 
they must be a 
third down plus 
sales tax and 
all extras. I be- 
lieve that some 
of these $25 a 
month time pay- 
ments are very 
detrimental and 
result in many 
repossessions. 
This is because 
many times the 
car that is traded in, when de- 
ducted from the down payment, 
leaves very little. The result is 
that the purchaser hasn’t any 
equity during the first year.” 

Allen Greer, Greer-Robbins, 
(Chrysler), Los Angeles— “We 
stick to 24 months with a third 
down, or 18 months with a quarter 
down. This has been very suc- 
cessful and they have had very 
few repossessions. I do not believe 
that these terms should “be 
changed in any way.” 

Gordon Warren, (Chevrolet), 
Los Angeles—“Time payments are 
entirely too loose. I would be in 
favor of a larger down payment. 
The best thing that could be done 
for the industry is to insist upon 
one-third down.” 

Allan W. Fleming, resident man- 
ager of Earle C. Anthony, Inc. 
(Packard), Los Angeles—‘“In Los 
Angeles I do not believe that 
time payment terms are too loose. 
At least, as far as Packard is 
concerned we do not find them 
so. At present we ask one-third 
down payment and feel that if it} 
were increased it would seriously 
affect our sales. Our contracts | 
are written for a maximum of 24| 
months. It is interesting to note 
that during the 36 years that our | 
concern has been in business, we 
have only had eight repossessions | 
on new Packards we have sold.” 

Irving A. Spielman, Spielman | 
Chevrolet, New York City.—‘For | 
a reliable dealer, time payment 
terms at the present time are not 
too loose. They only become too) 


ie > 


VS) 








WHEN THE THREE SOVIET airmen landed in southern Cali- 
fornia after their non-stop flight from Russia over the North Pole, 


they were greeted by Los Angeles. 
which led the procession to the city 


while the birdmen were in Los Angeles were furnished by J. E. Co- 


berly, Inc., distributor. 


| down 
| dealers have on used cars. 


| will 


loose when 


to give them away without de- 
termining the financial status of 
the purchaser. We do not ap- 
prove of the five and ten-dollar 
payment plan that some 
On 
used cars a large down payment 
should be maintained and fi- 
nanced by a good finance com- 
pany. Ample time should be given 
to the owner to pay the balance. 


“We are of the opinion that 20 | 


months is sufficient on new cars, 
and on used cars the monthly 
terms should be graduated such 
as 18 months on cars later than 
1935 models and lesser periods 
for cars of earlier manufacture. 
The plans of the better finance 
companies now in effect suit us.” 
* * * 


K. A. Ryan, sales manager, 
Studebaker Sales Corp. of Amer- 
ica, New York City. “Time pay- 
ments are too loose. There are 
too many long term purchases 
being made and they are not do- 
ing the general public any good. 
The automobile industry could do 
much better by tightening up on 
the financing arrangements now 
in effect. An 18-month limit and 
a 40 to 50 per cent down pay- 
ment on an expensive car should 
be in force. This would lower the 
monthly payment for the owner 
over a shorter term.” 

H. W. Hawke, sales manager, 
Hudson-Terraplane, New York 
City. “More leniency could be ex- 
ercised in time payments; they 
are not too loose. A lower down 
payment and a longer period to 
pay on new cars would greatly 
Stimulate sales. Here in New 
York the demand for 24 months’ 
periods is becoming greater and 
greater. This system is in effect 
on the west coast and it seems 
to be working effectively. There 
is no reason why it could not be 
used to good advantage in this 
area, 


“There are a number of finance | 


companies in this territory that 
accept all the 
paper available. However, time! 
payment terms largely depend on} 
how the dealer operates. If he} 
operates on a repurchase agree-| 
ment, a short term payment plan 
is necessary. The average period 


(Continued on Page 14, Col, 4) 


| Six- 


| September, 


| Spicer 


| Carburetor 


Shown is a Lincoln-Zephyr V-12, 
hall, Lincolns used as official cars 





a dealer handling a| 
| large number of used cars starts 


24 month) 


| Budd Wheel Co., 


IN RECOGNITION OF LOYA 


Studebaker Sales Co.; H. R. Levy, 
Chicago; 


regional manager. 


that a 


aware of any claim 
grievance had arisen. 

“Your second point that the 
shop committees provided in the 
agreement were of _ insufficient 
number to cover the plant, was 
met by us agreeing to a com- 
mittee member ..for each four 
hundred men. That this is suf- 
ficient, is borne out by the fact 
that in certain of our plants, 
where the committees have func- 
tioned with reason and dispatch, 
your organization has not found 
it necessary to appoint the ad- 
ditional members granted. 

“It is obvious that it is not the 
grievance procedure which is re- 
sponsible for the failure of the 
union to keep its agreement. 

“Our position stated in my let- 
|ter of June 23, 1937, is unchanged. 
We there suggested as a neces- 
|sary stipulation covering the 





production, the following: 


p Orders 
Material For 
1938 Car Lines 


DETROIT. ~ Placing of mate-| 
rials orders for the 1938 Hupmo- 
biles was 
Tom Bradley, 
Motor Car Corp. Contracts for 
original equipment for new Hupp | 
and eight-cylinder models, | 
scheduled for announcement in 
already have been 
awarded to parts manufacturers. 

Among these companies are: 
Mfg. Corp., Toledo, 
axles and propeller shafts; Carter 
Corp., St. Louis, Mo., 
carburetors; Spring Perch Co., 
Lackawanna, N. /Y., 
Warner Gear Co., Muncie, Ind., | 
transmissions and _ over - drives; | 
Detroit, Mich., | 
De- | 


s 





wheels; Gemmer Mfg. Co., 
troit, Mich., steering gears; Mid- | 
land Steel Products Co., Cleve- | 
land, O., frames; C. M. Hall Lamp | 
Co., Detroit, Mich., lamps; Gen- | 
eral Spring Bumper Corp., De-| 
troit, Mich., bumpers; Perfection | 
Industries, Inc., Detroit, Mich., 
molded plastic instrument panels; 
Motor Products Corp., Detroit, 
Mich., window ventilators; Sheller 
Mfg. Corp., Portland, Ind., steer- 
ing wheels; American Forging & 
Socket Co., Pontiac, Mich., tubular 
seat frames; D. L. Auld Co., Co- 
lumbus, O., hub caps, and others. 





|responsibility for interruption to| 


announced today by| 
president of Hupp | 


L business association, the Stude- 


baker Corp., this week presented H. R. Levy a bronze placque as tes- 
timonial of his 25 years of Studebaker dealership in Chicago. Present 
at the ceremony were left to right: J. Deutsch, sales manager of 


president of Studebaker Sales Co., 


Harry Hollingshead, president Chicago Auto Trades Assn.; 
R. H. Keeling, vice-president of Studebaker Sales Co.; C. R. Monahan, 
regional manager of Studebaker Corp.; and L. R. Marvin, assistant 


Knudsen Demands Right 
To Fire Wildcat Strikers 


(Continued from Page 1) 


“It is the responsibility of the 
management to maintain disci- 
|pline im its shops, and the right 
of the employer to hire, fire and 
discipline employes for cause is 
expressly recognized. Until after 
all the steps set forth in the 
grievance procedure set up in this 
agreement have been complied 
with, no strike shall be called, and 
there shall be no refusal to work 
or stoppage of production in 
whole or in part due to the union, 
its officials or members, and for 
a violation of this provision, the 
company shall forthwith discharge 
the employe or employes guilty 
thereof, and the union shall take 
suitable disciplinary action against 
the parties responsible. 

“For failure on the part of the 
union to take such action, or to 
| prevent strikes and stoppages to 
| production, as herein provided for, 
the company shall have the right 
to terminate the agreement.” 

“We therefore reiterate what 





| 


| we stated in our letter of June | 


| 29, viz.: 
| “We must repeat our insistence 


| that this basic issue will have to 
| be negotiated and settled satis- 


factorily by a clarifying clause, | 


such as we have suggested to be | 
| incorporated in the agreement, 
before there is any justification 
for negotiations of additional 
issues.” 


0. | 


springs; 


‘Studebaker Adds 
Diesel Powered 
Truck to Series 


| 


SOUTH BEND, Ind.— The 
Studebaker Corp., through C. H. 
Wondries, director of sales, truck 
division, has announced the intro- 
duction of a special Studebaker 
diesel-powered truck, to be known 
as Model J20D. Chassis designed 
for nine, 12 and ‘15-foot bodies 
with wheelbase lengths of 138, 162 
and 180 inches. Prices based on 
| these lengths are $2,450, $2,500 and 
| $2,550 at factory. 

The new model is recommended 
for high speed heavy hauling giv- 
ing greater mileage at lower fuel 
costs. It has a Hercules Model 
DJXB, 3% by 4% inch, six cyl- 
inder diesel engine, with a 250 cu. 
in. piston displacement and a 
torque rating of 174 foot-pounds 
at 1,200 r.p.m. 

With a gross vehicle rating of 
15,000 pounds the diesel model 
J20D is 1,000 pounds greater than 
the Studebaker standard series, 
Model J20 gasoline powered mo- 
tor truck of two or three-ton rat- 
ing. Its gross train rating is 22,- 
000 pounds. 

The new Studebaker diesel dif- 
fers from the Studebaker stand- 
ard, besides in its power plant, 
in that it has a two-speed, double 
reduction, rear axle, a five-speed 
transmission, heavier’ steering 
gear, larger radiator core, visco- 
meter on dash, vacuum booster 
brake system, and 24-volt heavy 
duty electrical equipment. 

Frame dimensions show side- 
member measurements, 8% to 
89/16 inches deep, three inches 
wide and % inch thick. It is 
equipped with 6.50-20 tires on 
front, and 6.50-20 duals on rear. 


GM Buys 84 Acre 


Plant Site in N. J. 


ELIZABETH, N. J.—General 
Motors Corp., on July 21, took 
title to 84 acres of land in Clark 
and Cranford townships, near 
here, upon which one of its sub- 
sidiaries, the Inland Co., will 
shortly begin construction of a 
sixth New Jersey manufacturing 
unit to supply parts for General 
Motors automobiles, refrigerators 
and radio sets. 

The new plant is to be used for 
the manufacture, assembly and 
distribution of steering wheels, 
running boards, rubber mounts 
for motors and other parts for 
automobiles, refrigerators and 
| radios. 





Cadillac Contract 
DETROIT. — Kelsey-Hayes Wheel 
| Co. has obtained the Cadillac-LaSalle 
wheel equipment contract for 1938. 
This contract, plus an anticipated 
increase in orders from other cus- 
tomers, is expected to raise volume 


| . «a 
considerably above 1937 levels. 


CONSTITUTING ONE CONTINGENT of 500 sons of employes 
starting a two weeks’ tour, these uniformed youngsters were guests of 
the Dodge division of Chrysler Corp. this week. They are sons of men 
employed in the Newcastle (Ind.) plant of the corporation. Oldsters 
in the picture are William J. O’Neil, right, general manager; D. A. 
Samson, factory superintendent, left; and J. Lonabaugh, Newcastle 


personnel supervisor, rear center. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry itis pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value-—(ADN 6-10-1933) 
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Credit With Caution 


5 pURING the past few months finance companies have 
come to question the prudence of continuing the 
extension of time payments on automobiles over periods 
ranging as high as 24 months or more. In 1934 when the 
chief objective of the nation as a whole was to return men 
to work by opening clogged credit channels and creating 
new markets, the extension of time payments with resul- 
tant reduction in monthly payments was considered wise. 
At the present time with wage rates back to 1929 levels 
or above and the price of automobiles, both new and used, 
considerably below the 1929 level, the need for easy credit 
terms no longer is felt, and many believe that this form of 
inflation holds dangerous potentialities. 

It is true that the easier terms for new-car financing 
has had an effect of slowing used car sales which are 
being financed at less attractive rates. To continue a 
policy of this sort indefinitely could lead only to disaster. 
At the present time it is estimated that a dealer must sell 
164 used cars for each 100 new cars sold. Thus the tail has | 
come to wag the dog, and from a dealer’s standpoint his 
success depends largely upon how well he handles his used 
car sales. Any extension of time-payments on new cars 
without a corresponding extension for used cars makes 
the dealer’s problem more difficult. 

Just how far this credit easing has extended is shown 
in the July issue of “Flash,” published by the Automobile 
Banking Co. of Philadelphia. This article points out that 
in 1927 only 12.4 ner cent of all credit sales had a ma- 
turity of more than 12 months. In 1936 approximately 
58.9 per cent of all installment paper was for more than 12 
months, with the new car paper amounting to 71.8 per 
cent of the total. Approximately 45 per cent of new car 
financing had maturities of 13 to 18 months and 25 per 
cent was for periods of 19 to 24 months. 

“Flash” also points out that during 1932 repossessions 
reached the peak in the history of the industry, with a 
ratio of 10.4 per cent. 

Just what the effect of a business recession under pres- 
ent conditions would be is what finance companies are 


attempting to anticipate. 


Power to Punish 

RESIDENT KNUDSEN, of General Motors, this week 

reiterated his statement to UAW that, until that or- 
ganization had given “effective” guarantees that the 
letter and spirit of the contracts entered into between the 
corporation and the union this spring would be fulfilled, 
further discussion of changes in the agreement would not 
be considered. Knudsen demands that the corporation 
have the right to discharge those responsible for plant 
stoppages without reprisals from the union. We believe 
the whole sincerity of the labor movement in the automo- 
tive industry may be measured by the reply the union 
makes to this demand. If, as the union claims, it has 
350,000 members, then the continued employment of these 
members should be its first obligation. Its leadership 
should be just as anxious as Knudsen is to see that wild- 
cat strikes with the resultant loss of time be weeded out. 
The best way to do that is the yank of the roots from 
which they spring. 
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All indications from 
Detroit and other 
manufacturing cen- 
ters now point to an 
automobile production for 1937 of 
5,000,000 units—a total contem- 
plated in estimates early in the 
year but for a time thought to be 
unlikely because of serious dis- 
ruption of manufacturing sched- 
ules through strikes. The labor 
pot may indeed boil over again, 
but the outlook is now good for 
a peak annual production. 

* * * 


WITH THE automobile shows set 
for a date earlier than ever be- 
fore—the New York show is to 
open on Oct. 27—speculation is 
already active on the subject of 
new models, which will round out 
the calendar year’s production. It 
is safe to say that no radical 
changes are in prospect, although, 
with the rise in material prices, 
increases in retail price to the 
public seem inevitable. 

ok * * 


SUCH MECHANICAL innova- 
tions as may be expected will doubt- 
less be along the line of easier, 
more restful driving. At least one 
transmission, practically complete- 
ly automatic in operation, may be 
expected to follow other methods 
of eliminating the gear shift 
lever by preselection of gears 
which have been proved on the 
road, such as the “electric hand.” 
There may be more than one. An 
extension of independent spring- 
ing to more than the front wheels 
is looked for by at least one im- 
portant manufacturer. 

* * * 


DESPITE PERENNIAL rumors, 
few informed persons believe that 
such radical changes of design as 
putting the engine in the rear will 
seek public acceptance this sea- 
son. That eventually they will be 
put to the test here, however, is 
believed by those who have seen 
the performance of the German 
Auto Union racing cars and other 
foreign products. Certainly a 
glance at the design ideas of 
young America as exhibited in 
current competition in this and 
eight other cities for the Fisher 
Body Craftsman’s Guild prizes in- 


FOR 
EASIER 
DRIVING 


youthful motor car enthusiasts 
toward rear engines and more 


complete streamlining. 
—N. Y. Times 


Take a look at 
ABUNDANT the 1937 edition 
LIFE of “Automobile 
Facts and Fig- 
ures,” just received from the 
Automobile Manufacturers’ Assn.. 
and then see if you can figure out 
why anybody should want to 
bring old world customs over here 
and inflict them on us. From per- 
using the book one is confirmed 
in the belief that Americans not 
only have more money than any 
other nation, but that only the 
American people have anything 
approaching the more abundant 
life that is the watchword in cer- 
tain quarters today. 

If, as the book shows, 128,429,- 
000 Americans owned and used 
28,221,291 motor cars in 1936, 
while 1,944,066,000 citizens of the 
remainder of the world owned and 
used 12,065,282 cars, what have 
the other nations of the earth got 
that the rank and file of Amer- 
icans haven’t got and would like 
to have? Shall we ditch the 
American civilization that pro- 
vides a motor car for each 4% 
persons and substitute old world 
civilizations that provide a motor 
ear for each 161 persons? 

* * * 

Everybody is for a more abun- 
dant life in the lower income 
brackets, but in the year 1936 
50.6 per cent of all the new mo- 
tor cars sold cost less than $500 
wholesale, while only four cars 
in 100 sold about $3,000. Does 
anybody know any other country 
in which the lower brackets could 

(Continued on Page 19, Col. 2) 
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Mebbe It’s Good Advice 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use this space for 


voicing their opinions or ideas. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Grand 

I just received my copy of the 
Automotive Almanac and I think 
everybody connected with it de- 
serves a lot of credit for a grand 
piece of work.—David H. Preston, 
Hearst International Advertising 
| 
Finest 

I have just finished looking over 
the Fourth Edition of the Auto- 
motive Almanac and want to con- 
gratulate you upon the remark-| 
able job you have done with it. 
It is the finest thing of this kind | 
that I have ever seen. 

It contains an amazing array of | 
statistical and general informa- | 
tion on the automotive industry | 
that should be of great value and 
interest to anyone concerned | 
with automobiles, whether he be 
producer, dealer or purchaser. I 
hope that this year’s issue of your 
publication presages still better 
things for you in the future.—Ar- 
thur Capper, United States Sena- 
tor from Kansas. 


Oversight 

We wish to congratulate you 
on your Almanac for 1937, but are 
surprised that our company is left 





out of your “Who’s Who” and of 
your “Buyers’ Guide.” We have 
been subscribers to your paper for 
a long time and have been serv- 
ing the automotive industry in a 
large way since 1909. 

We should be listed in your 
“Buyers’ Guide” on page 151 un- 
der the heading “Stampings,” and 
for your “Who’s Who” column, 
we offer the following informa- 
tion: Manufacturers of stamp- 
ings, large and small, heavy and 
light, including welding, plating, 
assembling, heat treating, etc. 

President, Francis K. Kernan; 
vice-president, general manager, 
treasurer, Gilbert Butler; assist- 
ant general manager and sales 
manager, William H. Miller; 
works manager, Henry M. Klein; 
chief engineer, John S. Schneider; 





| purchasing agent, George B. Fen- 


ner; Detroit representative, Har- 
ry L. Stadt, 916 New Center Bldg., 
special Detroit representative, G. 
H. Brown, 916 New Center Bldg. 

Before your next issue goes to 
press, please check with us as 
there may be some changes.—Gil- 
bert Butler, vice-president and 
genera! manager, The Bossert Co., 
Inc., Utica, N. Y. 


Inconvenienced 


As subscribers and readers of 
your paper, we are noticing to our 
great inconvenience that since a 
few weeks the Automotive Daily 
News has ceased to arrive here 
any more. 

Will you kindly issue instruc- 
tions to continue our subscription 
immediately and start regular 
despatch of your paper forth- 
with? 

We are sending copy of this 
letter to the office manager of 
General Motors Corp., Broadway, 
New York, where you may collect 
the subscription fee for our ac- 
count.—J. Th. G. C. van Buuren, 
sales promotion department, N. V. 
General Motors Java, Tandjong 
Priok, Java. 


Instructive 

Received your 1937 Automotive 
Almanac, and wish to congratu- 
late you on such a beautiful edi- 
tion. It is not only attractive and 
interesting, but instructive and 
useful. 

I am sure every automobile 
dealership will appreciate your 
1937 Almanac.—Paul Dexheimer, 
Paul Dexheimer Motor Co. (Ford) 
Somerset, Ky. 


‘Bigger-Better’ 

Your 1937 Almanac is “bigger 
and better.” 

Thank you for all the useful 
information it contains—W. R. 
Butler, Manager, Automotive Ad- 
vertising, New York Herald- 
Tribune. 
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Three out of 20 districts buy 


42% of the Bronx’s new cars 











VERY vaudeville comedian who makes the Broad- 
way circuit has in his repertoire a few good-natured 
jokes about the Bronx. The comedian would be poorer 
without the Bronx. The sales manager who has goods 
to sell in New York also would be poorer without the 


_</ Bronx. Automobile executives, in particular, should 


: TS 
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i 


| 
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have considerable respect for it—because the Bronx buys 
about 13,000 riew passenger Cars a year. 

The Bronx is just one of the five boroughs that make 
up New York City, one of the twenty-eight counties that 


(| | . comprise the metropolitan New York market. But to 


the automobile executive, 
bent on winning maximum 
sales in New York, the 
Bronx—with its 1,250,000 
people—is an active auto- 
motive market that merits 
at least a few minutes’ se- 
rious consideration on its 


own account. 


The principal fact that the automobile sales or adver- 
tising man ought to keep in mind about the Bronx is 
this: while the Bronx is a large borough, rich in auto- 
mobile sales possibilities, it is by no means uniform as 
a potential market. Like all large communities it has its 
good sales neighborhoods and its poorer ones, and auto- 
mobile prospects are concentrated most decidedly in a 
few, well-defined favorable areas. 


Analysis of the borough's 20 districts and their auto- 
mobile purchases last year shows clearly and quickly the 
effective way to start advertising plans in the Bronx. 

* Three of the 20 districts bought last year 42° of 
the new cars sold in the Bronx . . . and 50% of the Bronx 
circulation of The New York Times is concentrated in 
these same three districts. 


* One district bought three times as many cars last 
year as another district with almost the same population 
...and The New York Times circulation in the first dis- 
trict is five times as great as in the second. 


The New Pork Times 


ALE CHES NESS THAT'S ELT TO tut 


* Two districts with com- 
bined population of 7,000 3 
families bought more new 
cars than another district 
with 26,000 families... and 
The New York Times circu- 
lation in the two smaller but 
active car-buying neighbor- 
hoods is 30% greater than in 
the larger district. 


Detailed evidence of this kind can be multiplied at 
length and the story is always the same: throughout the 
New York market, as in the Bronx, the circulation of 
The New York Times rises to a peak where automobile 
sales are best. The Times is a key to this great metropol- 
itan automobile market, reaching prospects wherever 
they live, quickly, thoroughly and economically. 


It is: this recognized power of The Times—to reach 
the best prospects for almost any good product or serv- 
ice—that has made it the advertising leader in New York 
for 18 consecutive years. Many advertisers make The 
Times the only newspaper On a one-newspaper list in 
New York, make it the foundation stone for building 
schedules of more than one newspaper. Hundreds of 
them use extra space in The Times because extra culti- 
vation of The Times 
market consistently 
brings an abundant re- 
turn in sales. To these 
advertisers The Times 
represents the choice of 
ex perience. 
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One of a series of advertisements analyzing the 
New York automobile market, section by section. 
The New York Times advertising representatives 
will supply interested executives with full details, 
by districts and by individual makes of car. 


ADVERTISING REPRESENTATIVES: JOHN B. WOODWARD, INC., NEW CENTER BLDG., DETROIT 
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Kettering Predicts big Change 1 in Cars of Future 





Individual Used-Car Plans 


Set for Pontiac’s Dealers 


PONTIAC—A 
used car reconditioning setup for 
Pontiac dealers is the aim of a 
new plan now being presented in 
the field by Pontiac, under the 
direction of L. K. Marshall, serv- 
ice manager, and Harry Bygel, 
manager of the newly installed 
used car department. 

From beginning to end, the 
Pontiac dealer’s reconditioning 
program will be built up virtually 
to an individual “recipe.” The 
program calls for zone men to 
contact each individual dealer, to 
study his used car reconditioning 
problems and setup and to work 
out with the dealer the correct 
application of the program as it 
applies to him individually. 

The basis of recommendations 


“tailor-made” 





for more efficient reconditioning 
will be the new “planned recon- 
ditioning” used car manual just 
published by Pontiac. The pur- 
pose of the manual is to advise 
the dealer of a program that has 
proved successful for many Pon- 
tiac dealers throughout the coun- 
try. The entire program is based 
on the establishment of a sepa- 
rate and specialized department 
and the use of modern equipment. 

As each dealer is contacted by 
a zone representative, a thorough 
study will be made of his used car 
reconditioning department. Any 
shortcomings in the arrangement 
will be analyzed and worthwhile, 
well-proved suggestions for im- 
provement will be made. Thus 
the dealer will have a plan par- 


ticularly suited to his own re- 
quirements and adapted individ- 
ually to his own operations, both 
from a physical and marketing 
standpoint. 


“Successful Pontiac dealers have 
long known that conditioning 
plays an important part in the 
sale of used cars,” Marshall points 
out. “It has been proved that 
slow-moving used cars can be dis- 
posed of quickly by certain meth- 
ods of reconditioning to make 
them more desirable and attrac- 
tive. It is our aim to assist our 
dealers in every way to apply this 
to their own operations. 


Dealers Organize 


GREEN BAY, Wis.—The Brown 
County Automotive Assn. has been 
organized here with about 90 per 
cent of the dealers in the county 
represented. Cliff Wall has _ been 
elected president; Rhode Stathas, 
vice-president; Elmer Stone, secre- 
tary-treasurer, and D. C. Martin, 
manager. 





150% Increase ir 


in Number 


Of Vehicles | by 1960 Seen 


DETROIT.—Speaking before 
the American Society of Civil 
Engineers in Detroit this week, 
Charles F. Kettering, vice-presi- 
dent of General Motors in charge 
of research, predicted that “the 
car of 10 or 25 years from now 
will be just as different and have 
just as many improvements as it 
has in the past 10 or 25 years.” 
Kettering’s subject was “Motor 
Vehicles and Highways of the Fu- 
ture.” 

“T’m sure that the 1937 car will 
look just as antiquated to us in 
1960 as the 1912 car does to us 
now,” he said. “It is a policy of 
the automobile industry to con- 
stantly improve its product.” 


Kettering based much of his 
talk on answers to 18 questions 





THE MOST SIGNIFICANT 
DOTS ON EARTH 


OOK TWICE at the map above. It’s impor- 


tant. 
trading areas. They contain 50% 


So what? 


Those dots represent 41 major 
of the nation’s 
population and 80% of the marginal buying 
power—all income in excess of $5,000. 


the style for new cars a 
hats and new hose. 
markets 


people other people copy. 


So this. In these areas leading car makers 


made 47% to 83% 


of their sales in 1936. And 


in these same areas The New Yorker has 85% 
of its highly selective circulation concentrated. 


Not 58%... . 85% 


Advertisers like Chevrolet, Cadillac, Lincoln, 
Plymouth, Packard, Hudson, Buick, 
and a lot more know this. They use The New 


NEw YORK MOTOR 
SHOW ISSUE 


DeSoto 


Dated Oct. 3 
_..Out Oct. 


Yorker to reach a top-of-the-bottle market of 
133,471 people all over the country—a cream 
market because it exerts such a far-flung in- 


fluence upon other thousands. 


“How far that little candle throws his beams...” 
Those 133,471 not only buy first and set 


They open up big new 
-new sales opportunities. They are the 


27 


nd new clothes, new 
the map. 
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Not long after they start buying, a lot of 
other people ‘start buying. So sell them first. 
They live ‘where those black dots are on 


You know what magazine reaches them. 


NEW YORKER 


25 WEST 43rd STREET, NEW YORK 


SELLS THE PEOPLE OTHER PEOPLE COPY 


he sent to a large number of per- 
sons in the automobile and allied 
industries. His questions asked 
for opinions on such subjects as 
the growth of automobile regis- 
tration, future highway and park- 
ing problems and future automo- 
bile design changes that will af- 
fect road building problems. 

Following are some _ excerpts 
from Kettering’s talk: 

“We will have to provide roads 
for 50 per cent more motor ve- 
hicles in the next 23 years.” 

“We can’t tell exactly what the 
car of the future will be like. * * * 
What we can do is discuss some 
of the things automobile engi- 
neers are talking about and ex- 
perimenting with; things we think 
important enough to put time 
and effort on. 

“The requirements of maneu- 
verability and control are closely 
tied up with road conditions in 
many instances. These items are 
made up of such things as steer- 
ing, hill climb, top speed, vision, 
lighting, riding quality and ease 
of control. * * * We do not always 
think of engine design as having 
anything to do directly with road 





building and safety, and yet the 
power source may profoundly af- 
fect the type of surface on which 
we ride. Here is where we obtain 
our performance factors: speed, 
acceleration, economy, flexibility 
and hill climb. * * * Our customer 
research surveys have shown that 
people, on the average, do not 
want to go much over 60 miles 
per hour, but want to go that fast 
without effort. Certainly roads 
should not be designed for any 
less than 60. * * * As roads and 
cars. become. better, speeds may 
go up still farther and with more 
safety than at present.” 

“A rear-engined car would pro- 
vide better visibility with clear 
vision directly ahead. It would 
probably eliminate much engine 
noise, heat and odors, and allow 
lower floor boards. However, ma- 
neuverability, particularly corner- 
ing, requires an almost equal dis- 
tribution of weight on the front 
and rear wheels. To accomplish 
this in a rear-engined car of 
reasonable wheelbase will require 
an engine of about half the 
weight of the present units. 

“The rubber tire is one of the 
most important factors which 
made the present automobile pos- 
sible. * * * 

“Tt is not hard to conceive of 
mechanical devices on roads and 
highways which might act to re- 
| duce the accident rate. Photo- 
electric cells, relays and mechan- 
ical devices have been proposed 
for automatically stopping cars. 
This could be done in a practical 
fashion just as it is now done on 
| railway trains. I doubt, however, 
| whether we could justify the ex- 
| pense and difficulties of enforce- 
ment in the use of such devices. 
| “There will be a great expan- 
sion in the use of trucks and 
buses. * * * 

“The Diesel is here to stay and 
| will soon be common in large mo- 
tor vehicles. The main reason 
why we do not have Diesels in 
passenger cars is that we do not 
know how to build them. 

“A new factor which has en- 
tered the picture in the last few 
years is the house trailer. * * * 
The small present type of trailer 
may serve two purposes. It makes 
a satisfactory temporary dwelling 
for vacations and it can be used 
|as a sample. display room for 
commercial products. * * * If we 





| assume that the trailer is here to 
| stay and is only in its infancy as 
| an industry, road requirements 
| will pe changed to supply these 
| new needs. Highways will have to 
|be wider with wider bridges. 
| Many more turn-outs for parking, 
repairing, preparing roadside 
‘eals and feeding the baby will 
| be necessary. Responsibility will 
jhave to be fixed for over-night 
parking facilities. 





SEATTLE.— The Seattle and/| 
King county used car appraisal | 
bureau now has 85 dealers in the 
city and county as members, this 
including practically every dealer 
in the area. 

Recently amended rules were 
adopted to control the bid price 
on used cars, these being pub- 
lished in ADN of July 17. Now 
additional rules have been 
adopted to iron out some of the! 
weaknesses that have been dis- 
closed during the eight months’ 
successful operation of the Seattle 
Used Car Market. The rule 
against advertising finance 
charges and establishment of 
rates and terms applies to new 
car sales as well as used. 


The additional rules are as fol- 
lows: 


1 —Finance Charges, Rates and 

Terms. There shall be no ad- 
vertising whatsoever to the public 
or dealers’ customers of finance 
charges, rates, terms, down pay- 
ments, etc. The minimum rate 
shall be % of 1 per cent per 
month, customary insurance 
charges in addition; but in no 
event shall the same be adver- 
tised. 


o —The board of trustees will 
meet on Friday’s henceforth, 
instead of Mondays. 


3 —The bureau will not act on 
any complaints unless_re- 
ceived in writing. 
4. —Appraisals need not be 
mailed into the bureau, but 
may be telephoned in. Dealers 
must, however, keep a written 
_record of all appraisals for in- 
“spection by the bureau when the 
bureau deems necessary. 
5 —All appraisals made on the 
7 per cent basis from July 
1-13, inclusive, shall be declared 
open, and all members of the 
bureau shall be notified of this 
ruling by telephone. The bureau 
may receive any appraisals on 
such automobiles, provided such 
new appraisals are accompanied 
by a copy of the dealer’s ap- 
praisal form pertaining to such 
car and received in writing by the 
bureau. 
6 —The bureau will keep raises 
to an absolute minimum and 
no raise can be made unless a 
complaint is made to the bureau 
in writing. The bureau will then 
send an appraiser or appraisers 
to inspect the car, and if, in the 
opinion of these appraisers there 
should be a raise, all dealers on 
the deal will be notified. This is 
the only authorized procedure for 
a raise after a second dealer has 
come on the deal. 


7 —On prospective sales where 
bids are required, all bids 
must be submitted to the bureau 
and checked by the bureau for 


Davidson Heads 
Sales at Winton 


CLEVELAND.—William J. 
Davidson, whose appointment as 
general sales manager of the 
Winton Engine Corp. has just 
been announced, joined the en- 
gineering department of the 
Cadillac Motor Car Co. in 1914 in 
Detroit. He has been with Gen- 
eral Motors, with the exception of 
the period of his world war serv- 
ice, almost continuously since 
1914. 

In 1926 Davidson was made ex- 
ecutive secretary of the newly- 
formed new devices committee of 
General Motors. In 1930 he was 
made business director of General 
Motors research laboratories. In 
recent years he has been tech- 
nical director under R. H. Grant, 
vice-president of General Motors 
in charge of sales. 
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Seattle Used-Car Appraisal Bureau Grows Stronger 


Additional Rules Adopted 
To Iron Out Weaknesses 


accuracy and mailed to the pro- 
spective vendee by the bureau. 
8 —There will be no discounts 

on current model automobiles 
this season. A car is current until 
a new model has been received by 
the dealer, and the price of such 
new model has been definitely 
established by the factory. It is 
the distinct understanding of this 
ruling that there 
clean-up period as such, before 
the introduction of new models in 
the fall of 1937. 

The report published recently 
in another trade journal that, with 
the weakening of the San Fran- 
cisco and Oakland appraisal 
bureaus the west coast had no 
such operation, is distinctly 


| 


| error, 





for the Seattle bureau is 


| functioning and doing so better 


is to be no} 


| East 
| Assn., 





than ever. 

In fact, Tod Bates, of the San 
Francisco Motor Car Dealers’ 
Assn., and C. M. Walter, of the 
Bay Motor Car Dealers’ 

have both wired Carl 
Heussy, executive-secretary of the 
Seattle association that they will 
be in Seattle this week to confer 
with Heussy on the bureau work. 


The Seattle organization has 
been strengthened, with some 
changes in personnel made. There 
are now three men in the field 
for investigation and inspection, 
contacting the dealers constantly. 
The success or failure of the plan 
is recognized as being due to 
strict adherance of the rules, with 
any laxity sure to undermine the 
plan. For that reason additional 
inspectors have been put on the 


in! job. 


7 


Drunken Driving Laws 


Tightened in Many States 


WASHINGTON.—Stricter a | 
lation to end drunken driving is 
the aim of a concerted movement 
under way among states and 
cities. More than a dozen states 
in 1937 sessions passed drivers’ 
license measures or traffic regula- 
tory acts, most of which con- 
tained penalties for drunken driv- 
ing, and several others strength- 
ened and extended previous laws, 
according to the council of state 
governments. 


In Illinois, where a drivers’ li- 
cense law failed of passage but a! 
provision for punishing reckless | 
or drunken driving was approved, ! 
motorists convicted of drunken- | 


ness at the wheel now run the' 


risk of losing driving privileges 
for a whole year. Any court of 
record can apply the penalty. 

Kansas’ new law is stricter: Li- 
cense revocation is compulsory in 
cases where the automobile oper- 
ator has been convicted of driv- 
ing while drunk or under the in- 
fluence of narcotics. Indiana 
passed a similar law in 1937. Ne- 
braska and Texas have estab- 
lished stiff penalties for violation 
of laws prohibiting driving while 
intoxicated, Texas making im- 
prisonment mandatory. 

Other states passing standard 
drivers’ license measures this year: 
were Arkansas, Maine, Michigan, 
New Mexico, Oklahoma and Ten- 
nessee. 





Hers is good news for those who want to see a return of SALESMAN- 
SHIP in the automobile business! Dealers selling the 1938 Hupmobile will 
not compete with each other. The Hupmobile salesman who “sells” a 
prospect can be sure that the sale—and commission—are his. He need not 
worry about the prospect getting a higher appraisal on his used car from 
some other Hupmobile dealer! Net result: the salesman is justified in 
devoting plenty of time, attention and sales ability to each prospect — for 
the reward is his if his selling job is good. 


Hupp territories are clearly defined—they are large and exclusive. Every 
Hupmobile sale is “‘protected” against infringement. Hupp discounts are 
attractively high. The 1938 Hupmobiles will have plenty 


of everything needed for a profitable sales volume. A 
few choice distributor and dealer territories are still 
available. They will not be open long! Write or 
wire W. A. MacDonald, Vice-President and Direc- 
tor of Sales, for information about your territory. 


WITH 


MOTOR CAR CORPORATION 
DETROIT, MICHIGAN 


(EPA 


YOUR PROFITS 


MIIPP 
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Sounder Business Methods 
Give Cadillac Record Halt 


DETROIT.—Sounder methods of 
business as well as the recovery 
of the fine car market contributed 
to the most prosperous first six 
months in the history of the 
Cadillac-LaSalle retail organiza- 
tion, D. E. Ahrens, sales manager, 
said this week. 

“If we had not been taught a 
lesson by the extravagances of 
1928 and 1929, the present all- 
time high of Cadillac - LaSalle 
volume wouldn’t mean anything,” 
he continued. “But we have 
learned to attach more impor- 
tance to the profits of our dealers 
and to prepare them for slumps 
that cannot always be foreseen. 
I think I need cite only one point 


from the financial reports of our 
distributors to prove my conten- 
tion. It is this: 

“During the first six months of 
1937 new Cadillac and LaSalle 
sales increased 91 per cent over 
last year. At the same time fixed 
expenses increased but 7 per 
cent.” 

That retail selling expenses 
have been proportionately reduced 
during the present Cadillac-La- 
Salle sales expansion is one of 
the results of a system of cost 
control that has been installed by 
Cadillac, Ahrens believes. This 
system has been developed from 
the broad experience of both the 
wholsale and retail sales person- 
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FOR NEARLY TWENTY YE 


manufacturers have depended upon our 
products to help them meet heavy pro- 
This demand for our 


duction schedules. 
quality materials is founded 
dental circumstance. 
your production requireme 


you are looking for just two things— 


namely, Service on the line 
of operation. 


Today, our best answer to those require- 
ments is LEKTROKAST. LEKTROKAST, 
soon after its introduction to the market, 
was recognized as the finest electric-fur- 


nace alloyed iron possible 
And, almost as important, 
our introduction of LEK- 
TROKAST marks the first 
time the automotive in- 
dustry has been able to 


be 


Because, whatever 


if 


Ve 


ARS, shrewd 
in this district. 
On no acci- long run, for it 


mts may be, 


and Economy 


raw materials available. 
uniformity of grain-structure, greater dura- 
bility and increased tensile-strength are 
guaranteed results. 


Picketing Held Illegal in 


nel and goes beyond mere book- 
keeping and accounting. One 
feature is a close tab on used car 
inventories. 

“We recognize at Cadillac that 
a record volume of new car sales 
in itself means little,” Ahrens ex- 
plained. “We also recognize that 
where profits are banked in used 
cars you have shown equally 
dubious progress. 

“Early this year, faced by an 
almost certain increase in busi- 
ness, we set about to curb the 
used car menace. We advised a 
program of day-to-day inventory, 
among other measures, abetted by 
a strong campaign to popularize 
the ‘Cadillac Standard’ of used 
car reconditioning. 

“Records now reveal that de- 
spite the unprecedented move- 
ment of new cars, our retail or- 
ganization actually had less cap- 
ital tied up in used cars on June 
30 than it had on Dec. 31. 


obtain electric-furnace iron locally in suff- 
cient quantity for the larger castings used 


LEKTROKAST will serve you better in the 


is produced from the best 
And its absolute 


LEKTROKAST has become an acknowl- 


manufacturers 


to produce. 


LEK TRIKAST 


ANADIUA 
Tit, 


edged quality leader. Repeat orders for 
this superior product prove that it has 
brilliantly maintained our reputation as 


of high quality products. 


We invite you to confer with our ex- 


perts—either in the sales 
or engineering divisions 
—on our alloy and regular 
irons. There is no obliga- 
tion On your part. 











New J ersey 


Contracts Unentorceable, 
Vice-Chancellor Declares 


NEWARK.—Holding the closed 
shop unlawful, Maja Leon Berry, 
vice chancellor, this week ruled 
that contracts providing for the 
closed shop are unenforceable and 
picketing to obtain a closed shop 
illegal. 

The ruling was given following 
a hearing on a temporary injunc- 
tion, which the vice chancellor 
had granted last week restrain- 
ing picketing at a local plant. He 
supported his ruling by the fol- 
lowing quotation from a United 
States supreme court decision, 
handed down in 1892: 


“Whatever enthusiasts may hope 
for, in this country every owner 
of property may work it as he 
will, by whom he pleases at such 
wages and upon such terms as he 
can make; and every laborer may 
work or not, as he sees fit, for 
whom, at such wages as he 
pleases; and neither can dictate 
to the other how he shall use his 
own, whether property, time or 
skill.” 

The vice chancellor, comment- 
ing on this opinion, asserted that 
it applies to our fundamental law 
today, although our economy has 
become “group conscious” and 
both employers and employes dic- 
tate to each other. 

“It seems strange,” he con- 
cluded, “that at this late date it 
should be necessary to repeat that 
a strike which has for its object 
the closed shop is unlawful, and 


CATA to Play 
Host to ATAM 
At Convention 


CHICAGO.—This city’s welcome 
to the Automotive Trade Assn. 
Managers on the occasion of their 
annual midsummer meeting at 
the Congress Hotel Aug. 4 to 6, 


will be handled by the Chicago | 


Automobile Trade Assn., with H. 
T. Hollingshead, president, 
other officers doing the honor. 
The discussions will enlist a 
wide variety of subjects of vital 
concern to the industry and trade, 


and leading them will be a galaxy | 


of noted speakers, including J. 
W. Dineen, of General Motors; 
Alfred Reeves, of Automobile 
Manufacturers Assn.; A. N. Ben- 
son,. of National Automobile 
Dealers Assn:; John R. Walker, 
of National Assn. of Sales Fi- 
nance Companies, Sidney J. Wil- 
liams, of National Safety Coun- 
cil; Don Blanchard, of Society of 
Automotive Engineers; Senator 
G. Erle Ingram, of Wisconsin; A. 
C. Faeh, of the CATA and other 
leaders of local and state automo- 
bile associations. 


Va. Studies Reflectors 


RICHMOND, Va. (UTPS).— For 
the second year, the state highway 
department is continuing its experi- 
ments with two types of center lane 
reflectors. These reflectors, to aid 
night driving, have tiny glass balls 
to reflect automobile lights and pro- 
trude only a few inches above the 
road surface. 


AUTOMOTIVE 
EXECUTIVES 


—prefer The Lenox be- 
cause of its convenient 
location, fine home-like 
rooms, excellent service 


and delicious food. 


2 rooms and bath, 3 

$5.00; 4 persons, $6.00 
Write for free AAA road map end 
folder containing handy map of down- 


moter LENOX 


North Street ... near Delaware 


BUFFALO, N.Y. 
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| India, 
and | 


@— 





that a contract providing for the 
closed shop is illegal and unen- 
forceable. The object of the strike 
being unlawful, all acts in support 
thereof, including picketing, are 
also unlawful.” 


Ford Dedicates 
‘Roads of World’ 
At Rouge Plant 


DEARBORN. — The “Roads of 
the World,” a half-mile roadway 
comprising sections reproduced 
from 18 historic world highways 
which have witnessed the march 
of civilization down through the 
centuries, was formally opened to 
the public Wednesday in the 
grounds of the Ford Rotunda, 
visitors’ gateway to the Ford 
Rouge plant here. 

Consular officers of countries 
represented in the roads, as well 
as highway and good roads asso- 
ciation officials from the United 
States and Canada, took part in 
the dedication which followed an 
informal luncheon held in the 
executive lounge of the Rotunda. 

The permanent “Roads of the 
World” exhibit is an outgrowth 
of the first such exhibit at the 
Ford Exposition at the Chicago 
World’s Fair in 1934. It is in- 
tended to preserve in permanent 
form famous highways whose 
construction has paced the prog- 
ress of transportation. It in- 
cludes representations of virtually 
every type of road surface used 


| Since highways first were con- 


structed. 

Noteworthy among the high- 
ways represented are the Appian 
Way, the famous Roman military 
highway; the “Summer Palace” 
road over which the Manchu em- 
perors rolled from the old capital 
in what is today modern Peiping 
to the royal summer palace; the 
ancient Grand Trunk road of 
whose northern reaches 
led through the fabled Khyber 
pass, and the Diamond Rush road 
of South Africa, over which Cecil 
Rhodes transported fabulous for- 
tunes in diamonds from the rich 
De Beers mines to Port Eliza- 
beth. 





NICKELGRAM 
11w—<—= 


One of the most interesting 
papers presented at the recent 
annual meeting of the American 
Society of Mechanical Engi- 
neers in Detroit gave a com- 
plete report on the maintenance 
of Diesel engines used by the 
Canadian National Railways. 
The paper was presented by I. I. 
Sylvester and covered an oper- 
ating history of over 12 years. 
According to Mr. Sylvester, 
with their Diesel engines rang- 
ing from about 200 horse power 
and upwards, the trend in re- 
placement crankshafts is to 
shafts made from Nickel alloys. 
In this respect their experience 
leads them to the adoption of 
the high grade Nickel steels, 
which have proved so success- 
ful in automobile construction. 
The Nickel steel shafts have 
been adopted because of their 
superior strength and princi- 
pally because they produce the 
extra hard journal surfaces re- 
quired for the best porformance 

and life of Diesel en- 
THE gine bearings. 


INTERNATIONAL 
NICKEL COMPANY 


INC. NEW YORK, N. Y. 
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Grant Sees es Bright Future for Young Menin Industry 


Predicts Permanent Place 
For Cars as Transport Unit 


DETROIT. The automobile 
business is an excellent business | 
for young men to enter, it has a 
splendid past and there is no con- 
ceivable way that it can be cur- 
tailed in the future, according to 
R. H. Grant, vice-president of the 


Ford to emudal 
N. Y. Show Room 
For Fall Exhibits 


NEW YORK.— Contracts have 
been awarded by the Ford Motor 
Co. for the modernization of its| 
showrooms at 1710 Broadway into 
one of the finest motor car show- 
rooms in New York City. 

The modernization program in- 
volves the development of the fa- 
mous Broadway structure, which 
has been Ford headquarters in 
New York for 20 years, into a 
permanent year-round exhibit of 
Ford products, including Ford | 
V-8, Lincoln and Lincoln-Zephyr 
motor cars and Ford V-8 trucks. 

The annual Ford-Lincoln auto- 
mobile show, usually held at a 
mid-town New York hotel con- 
currently with the National auto-| 
mobile show at Grand Central | 
Palace, will be staged in the re- 
modeled five-story building. Con- 
tracts call for completion of the| 
remodeling program by Oct. 15, 
well in advance of the show date. 

Although the cost of the reno-| 
vation program was not divulged, | 
the construction plans include | 
major changes in the first floor | 
plan of the building, as well as 
new automobile salons on the 
mezzanine, second and _ third | 
floors. Educational displays have | 
been designed for the new show 
center. Air conditioning equip- 
ment will be installed. 





| transportation, 


| population 


General Motors Corp., 
to the 24 students of the first 
Chevrolet school of modern mer- 
chandising and management, 


that has been set up by William 


Holler, general sales manager of | 
| the Chevrolet Motor division,” he 


said, “and shall be interested to 
follow it, from time to time, to 
see how the different graduates 
are making out. I believe in pro- 
motion from the ranks, with the 
injection of new blood at inter- 
vals, so that a company does not 
run the danger of becoming “in- 
bred.” 


“Any survey that now exists or 
can be imagined, in the future of 
indicates that 
automobiles cannot be pushed out 
of the picture. You’re in an abso- 
lutely unthreatened business,” 
Grant declared. “How big will 
that business become? In the 
golden days of 1929 we used to 


|say the peak had been reached. 


This year we will not reach the 
1929 peak of 5,621,715 cars but we 
will manufacture approximately 
5,100,000 passenger cars 
trucks. 
people in the country today than 
in 1929, which means there are 
many more people to whom auto- 
mobiles can be sold. 

“There are about 2,000,000 more 


| motor vehicles in use today than 


in 1929. The experts say that our 
will level 


2 917, 420 Output 


In First Half. 


(Continued from Page 1) 
consisted of 17,919 passenger cars 


| and 5,922 trucks. This brought the 


total Canadian output for the first 
six months to 128,571 units of 


| which 98,823 were passenger cars 


Die Firm Formed 

AKRON.—A _ new firm to be 
known as the Akron Metal Stamp- 
ing, Inc., has been organized here 
by O. G. Camp and C. F. Minnear. 
Production of metal die products 
will be started within a month. The 
incorporators will issue 350 shares 
of no par stock at $35,000, and have 
a maximum capitalization of $70,- 
000. 


~ RN Ee 


| and 31,748 were trucks. 


Fae 
| 


who spoke | 


at | 
| the Recess Club, Wednesday noon. | 
“I believe in this type of thing | 


and 
There are 7,000,000 more 


off with | 


9 








about 25,000,000 more people. It 


| industry will not level off until at | 


least 35,000,000 cars are in use in 
| this country. 


as to prevent people from buying 
|}automobiles. The industry 
pass the 1929 high water mark 
sometime in the future, for all 
indications point continued 
| automobile buying.” 


to 


week of operation. Four such 
schools will be completed each 
year, according to the plan out- 
lined by Holler. Details in the} 
| organization and projecting of 
the Chevrolet School have been 
handled by H. B. Hatch, assist- 
ant general sales manager, with 
T. O. McLaughlin, former Rhodes 
scholar, and more recently an} 
assistant zone manager of Chev- 
rolet, at its head. 





Of the June production in the 


United States 411,394 were 
senger car units of which 387,121 
went for domestic 
and 24,273 were exported. 
were 85,904 commercial cars and 
trucks of which 66,317 were for 
the domestic market and 19,587 
were exported. 


There 


COOL AND 
COMFORTABLE 


Air-cooled guest rooms, public 
and private dining rooms, lobbies, 
meeting rooms, ballrooms, coffee 
shop and barber shop will assure 
you complete comfort during your 
summer days in Chicago. 

The Stevens Hotel offers the 
greatest amount of air-cooled area 
of all of the hotels in Chicago. 
Enjoy this crowning touch to the 
surpassing comfort, the pleasant 
living always found at the Stevens. 

OTTO K. EITEL, Managing Director 


all 


Room, with Bath, from $3 


pas- | 


consumption | 


| 





is my opinion that the automobile | 


will | 


The school is now in its sixth | 


Final Touches 


Put 


Being 


| On for Soap Box Derby 


“T cannot conceive of a tax set- | 
up which will be of such nature | 


AKRON. 
and Akron agencies collaborating 


j}are putting finishing touches on 
}arrangements for the event, 
which is expected to attract 100,- 
/000 persons to the Derby Downs 
;}course near the city airport on 
| Sunday, Aug. 15. 

That date will mark the climax 
of the 1937 Soap Box Derby ac- 
| tivity, which has been conducted 
| jointly by Chevrolet and _ local 
newspapers in 120 cities from 
coast to coast. One hundred twenty 
boys, the champions from their 
respective cities, will pilot their 
home-made coaster wagons down 
| the 1,100-foot Derby Downs hill, 
| in competition for a $2,000 uni- 


-Chevrolet officials | 


in the Soap Box Derby program | 





versity scholarship, two new 
Chevrolets, and numerous other 
prizes chosen for their boy ap- 
peal. Following the national finals, 
the winners of the scholarship 
will race the South African and 
Canadian champions for the in- 
ternational cup. 

The two major radio networks 
of the United States will carry 
full broadcasts of the running of 
the national and _ international 
finals of the Derby. In addition, a 
short wave broadcast will carry 
details of the Derby to South 
Africa and possibly other foreign 
countries. The South African 
Soap Box Derby champion is one 
of the entrants in the interna- 
tional race. 


N ee advertisers who desire a prof- 
itable return on every advertising 


dollar should be interested in this improved 


arithmetic. 


The National Geographic Magazine is 
published every month but is read every 
week by the First Million families in 
America. Its net paid circulation exceeds 


1,000,000. 


The life of any one advertisement in 
National Geographic Magazine extends 
far beyond the week in which the copy first 
appears. Our advertisers often continue to 
receive inquiries and orders years after 
their advertisements have been published. * 

Therefore, if you wish economical and 
profitable weekly coverage, place National 
Geographic at the top of your list. 


NATIONAL GEOGRAPHIC MAGAZINE: wasuincton, D.¢. 


SELL THE FIRST MILLION FEFERST 


H% Ask us to prove this. 





sold better in California during 
June than in the _ preceding 
month, but not quite as fast as in 
June last year. 

Sales compiled from state reg- 
istrations of new cars totaled 29,- 
107 passenger cars and commer- 
cial vehicles. This compares with 
27,628 in May and 30,496 in June 
last year. Records show that only 
in one other month has the June 
mark of last year been exceeded. 
That was in December, 1936, 
when the record was pushed up 
to 32,714. 

The half-year sales set a new 
record, totaling 155,372, which 
compared with 148,025 last year 
and 150,643 in the 1929 first half, 
formerly the record half-year. 

Sales have held above 27,000 
cars a month for the last four 
months, June being the second 
best month this year so far, fail- 
ing by around 100 cars of equal- 
ing the March figure. Last year’s 
sales tapered off from the June 
record to October, then came up 
to the new peak in December. 


The five leading counties from 
volume standpoint all showed 


Alabama Dealers 
Vote Opposition 


To More Taxes 


BIRMINGHAM, Ala.—At an 
executive meeting here last Satur- 
day, officers and directors of the 


Alabama Automobile Dealers’ 


Assn. went on record as opposing 
additional taxes “of any kind 
against automotive vehicles, auto- 
mobile dealers or owners.” 


The association adopted a reso-| 


lution declaring that “owners and 
operators of automobiles are now 
taxed heavier than any other 
group of people in our state, pay- 
ing at the present time more than 
50 per cent of all taxes collected 
within the state.” 

The resolution also set forth 
that “vehicular taxes are suffi- 
cient for road building and main- 
tenance.” 

Dealers attending the meeting 
here also discussed highway 
safety methods and means of im- 
proving the automotive industry 
within Alabama. 

Officers and directors of the 
Alabama association attending 
the meeting were: H. L. Peterson, 
Decatur, president; R. A. Turner, 
Mobile, and H. B. Baughan, Bir- 
mingham, vice-presidents; C. E. 
Anderson, Birmingham, secretary; 
Bill Barclay, Huntsville; L. H. 
Woodley, Tuscaloosa; R. C. Rug- 
gles, Selma; H. Foy, Eufaula; 
Gerald King, Anniston; John 
Thomas, Gadsden; Jim Barnett, 
Montgomery, and S. A. Stewart, 
directors, and Don Drennen, 
Birmingham, past president. 


Canada Expects Rise 


Of 10% in Car Prices 


MONTREAL. — Canadians may 
have to pay 10 per cent more for 
their cars when the new 1938 
models are announced this fall. 
Details will not be available for 
some time as parts manufacturers 
are still busy working out cost 
schedules. 

Practically everything that goes 
into the modern automobile has 
advanced sharply in the last 12 
months: Labor, steel, cotton, 
glass, copper, lacquers and rub- 
ber. 


Harper Promoted 


RICHMOND, Va. (UTPS).— 
Henry G. Harper jr., district man- 
ager of the Richmond branch of the 
Goodyear Tire & Rubber Co. from 
1929 to 1934, has been named Good- 
year sales manager in California. 
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Half. Year Car Sales 
Set Record in Calif. 


LOS ANGELES. — Automobiles 


losses from June last year, rang- 
ing from 1 to 11 per cent. The 
next two, Kern and Fresno coun- 
ties, had gains, Kern 4 per cent 
and Fresno 11. The next six 


showed losses and the last two of 
the leading 15 had gains. Contra 
Costa sales were up 3 per cent 
and Stanislaus county’s 16 per 
cent. 

The three leading cars were 
under June sales last year, while 
the next three gained. Of the 20 
leading cars, 12 had higher sales 
than in the 1936 month, while 
eight lost volume. 


Analysis Made 
Of Car Crashes 


CHEYENNE, Wyo. —An analysis 
made by officers of the Wyoming 
state highway patrol reveals that, 
out of 918 separate crashes during 
the first six months of 1937 on 
Wyoming highways, defective 
brakes were found in fault in only 

| 17 crashes. Improper lights were 


blamed for only 19 crashes and 
defective steering mechanisms re- 
sulted in six crashes. 


Forty-nine persons were killed 
and 574 injured in automobile ac- 
cidents for the first half of the 
year. Capt. George G. Smith, pa- 
trol chief, said the majority of the 
crashes occurred on dry highways 
during daylight hours. High speed 
was blamed in his report for 
many of the crashes, with 391 of 
the 1,574 drivers involved. 








Necessary to fulfil 


your Profit Opportunity— 


. Control 


amulte 


RY as you may, you will 
find nowhere a better 
group of buyers of auto- 
and accessories 
than the Control 
Rural America. 


mobiles, trucks 
The 1,600,000 
of them who read Country Gentle- 
man magazine own nearly 10% 
of all the automobiles, trucks and 
tractors in the United States. 


Few opportunities to cash in on 
advertising are so definite and 
clear-cut as this. Their need for 
what you sell is continuous, and 
Their ability to 


buy is proved by what they have 


above average. 


already bought. 


They are Control Families because 
they control the land, livestock, 


Families of 


OF RURAL 
AMERICA 


buildings and equipment on which 
all rural life is based. Asshown by 
examples on the opposite page, 
their local retailers know them— 
and provide on-the-spot testi- 
mony as to the importance of 
selling them. 


Whether you operate in city or 
country, you need the business of 
these rural families to fulfil your 
Watch for ad- 


vertising in Country Gentleman. 


profit opportunity. 


Tie up with it in every possible 
way. 
FREE TO DEALERS 


The Ruralaria News Leader . . . issued monthly by 
Country Gentleman to help the dealers of Rural 
America . . . is packed with news and ideas about 
merchandising . . . filled with hints for building up 
sales and profits... sent free. Ask to get it regularly. 
Don’t miss a single issue. Write today to Country 
Gentleman, Philadelphia, Pa. 


— eens 
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40 Cities to Get compared with the same period al Pointing out that the 40 cities 


year ago. | rodpiinn traffic fatalities during 

















* Ten of the cities will receive|the first six months of 1937 rep-| 
AAA Certificates | Special certificates for a decrease| resent one-third of the 121 re- 









W. 
Pi wear Ni ioc The eee for the full year 1936. These cities | to the U. S. bureau of the census, | 
e Assn. announces t at | are: Atlanta; Durham, N. C.: East Thos. P. Henry of Detroit, presi- | 


certificates of commendation for | Miami, Fla.; Richmond, Va.: St.| the record of these municipalities} cars is reported good by local 
reducing traffic fatalities during| Louis; Schenectady, N. Y.; Water-| offers evidence that motor deaths| automobile agencies. Business in 
the _first six months of 1937, as| bury, Conn., and Minneapolis. can be reduced in cities. general is good here due to the 


‘a iil ql i 








Recognizes own customers—‘“In examination of the Country Gentleman 
list of local readers, we find the majority of these names to be reliable people. Many of 
them are credit customers of ours, and buy nationally advertised merchandise.” — 
Mrs. Mabel B. Werts, Ladoga Department Store, Ladoga, Ind. 





? Atete retailers read the ad- 
-vertising pages of Country 
Gentes to keep abreast 


' Finds many customers on 


list —“I have just examined the list 
of names submitted to me and found 





many names of customers of this 
| firm. I know of my own personal 
knowledge that at least 75 per cent 
| of the names on the list are represen- 
i tative citizens of this community 
The remainder may be just as desir- 
able, but naturally one individual 
could not know personally the entire 
list.’—E. R. Lineweaver, President, 
1 Lineweaver Motor Company, Inc., 
Chevrolet Dealer, Harrisonburg, Va. 






















Traces sales to advertising — “We have just looked 
over your list of Country Gentleman readers at Lindsborg 
We are surprised at the number you have and it is safe to 
say that 95 per cent of them are people that we contact with 





We have found instances where sales have been easily made 
from the advertising seen in your magazine.”’—A B Train, 


Train Brothers, House Furnishings, | orl Kans. 









Recognizes substantial citizens—“We have exam- — ; 
ined your mailing list for Country Gentleman. The circulation Has sold 21% of them—“I have just checked over your list of 225 readers in this neigh- 


among our customers is much larger than we would have borhood. I find that we have sold, since January 1, 1936, twenty-one new cars, twenty-one 
expected. Our trade is mostly with the country people and we used cars and six trucks to people on this list. I would say that the people represent a high 
| find a great many of them on your list. Also the list includes average of both farmers and professional and business men.”—J. B. Dean, Ford Dealer, 
a great many of our substantial Middletown residents.” — Mason, Mich. 


H. E. Pelton, Pelton Hardware Co., Middletown, N. Y. 


| Country GENTLEMAN 


FIRST with the CONTROL FAMILIES of Rural America 





40 cities have been awarded AAA | Orange, N. J.; Glendale, Calif.;| dent of the AAA, declared that} PUEBLO, Colo.—Sale of new| 
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Car Sales U p in Colo. 


* 
Secon in motor deaths during the first | ti t A St [ M Il H 
ee of 1987, following a reduction | °°T."S Mortality Agures weekly | Ss ee Lis um 


fact that the steel mills, Pueblo’s 
chief industry, are running near 
capacity. 

W. K. Hurd, head of the 
Arkansas Valley Automobile Co. 
(Ford), states that his firm so far 
this year is running ahead of the 
same period a year ago. During 
a recent 30-day period the firm 
sold 95 new cars, and 25 per cent 
of the sales were cash sales. Used 
car sales have also been good, 
and 20 per cent of that business 
is for cash. In order to better 
handle the used car business, re- 
cently two new used car lots were 
opened by the Arkansas Valley 
company. Sale of Lincoln cars 
has also been good, according to 
Hurd. 

The Converse Motor Co. (Olds- 
mobile) in order to take care of 
increased business has moved to 
a new and larger location at 615 
Santa Fe Ave. The firm’s new 
service department is equipped 
with modern equipment. 


Graham Sales 


Rise Is Shown 
By Distributors 


DETROIT.—An increase of 45 
per cent in shipments for the 
eight-month period ending June 
30, over the 
comparable pe- 
riod a year ago, 
is reported by 
25 per cent of 
Graham’s dis- 
tributors, says 
F. R. Valpey, 
general sales 
manager of the 
Graham - Paige 
Motors Corp. aes 

“Some 35 of Sa >... & 
our leading dis- F. R. Valpey 
tributors, repre- 





| senting approximately 25 per cent 


of our distributor body, took 4,319 
of the 1937 Graham models from 


| Nov. 1 through June 30,” Valpey 


said. “This showing compares 
with 2,974 of the 1936 model 
Grahams shipped to the same 
distributors during the similar 
period a year ago and shows an 


|inecrease in shipments of 45 per 


cent.” 

The following distributor points 
show an increase in cars taken 
over last year, Valpey said: 

Boston, 29 per cent; Taunton, 
20 per cent; Glenbrook, Conn., 21 
per cent; Hartford, Conn., 46 per 
cent; Pittsfield, Mass., 50 per 
cent; Springfield, Mass., 30 per 
cent; Camden, N. J., 85 per cent; 
Harrisburg, Pa., 112 per cent; 
Reading, Pa., 25 per cent; Wilkes- 
Barre, Pa., 132 per cent; York, 
Pa., 81 per cent; Altoona, Pa., 13 
per cent; Greensburg, Pa., 75 per 
cent; Pittsburgh, 51 per cent. 

Uniontown, Pa., 47 per cent; 
Wheeling, W. Va., 75 per cent; 
Syracuse, N. Y., 55 per cent; San 
Antonio, Tex., 42 per cent; Mem- 
phis, Tenn., 766 per cent; Canton, 
O., 79 per cent; Salem, O., 182 per 
cent; Toledo, O., 31 per cent; 
Dayton, O., 90 per cent; Spring- 
field, O., 61 per cent; Menominee, 
Wis., 48 per cent; Denver, Colo., 
24 per cent; El Paso, Tex., 88 per 
cent; Chico, Calif., 6 per cent; 
Spokane, Wash., 368 per cent. 


Soviet Fliers Given 


Packard 120 Cars 


DETROIT.—Each one of the 
three Russian aviators, who were 
the first to fly a plane from Mos- 
cow to the United States by way 
of the North Pole, has been pre- 
sented with a Packard 120 car. 
They are V. Chkalov, A. Beliakoff 
and G. Baidukoff. 

All three cars were purchased 
from the Packard Motors Export 
Corp. and the identity of the 
donor was not made known. 
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| signed as the second car in the-| want to use it for cheap trans-| through Nebraska and Wyoming, 


Chris 


Ss p ar k S * Sinsabau gh 


(Continued from Page 1) 


I played my hunch and made the| job and Rube Gill has been re- 
trip to Butler. That trip paid/| called to act as general manager. 
dividends, for I found the com- 
pany set to do business at the 
new stand. I saw the commit- 
ments for material for 1,000 
units for August delivery to be 
built during September, a pace 
which will be maintained, it is 
hoped, during the coming year. 
On Evans’ desk there are 3,200 
applications from distributors and 
dealers which he will winnow 
through shortly. But as yet no 
appointments have been made. 
The factory personnel is on the 


K * 


HAS BEEN NO 
that Bantam is coming into the 
market with three models, the 
first two panel and pickup com- 


IT SECRET 


chassis and a_ business 
which serves a dual purpose. For 
light delivery work this coupe 
seems ideal as a parcel and pack- 
age carrier; after business hours 
it can be used as a_ so-called 


| well-to-do family. While the lists 
|have not been announced as yet, 
it is understood that they will be 
around $400, delivered in Butler. 
So Evans takes over with no 
indebtedness to handicap him; 
plenty of working capital; no 
mortgages; land, buildings and 
machinery all paid for, and in a 
market where there is compara- 
tively little competition, if any. 
His experience selling Austins has 
convinced him that there is a 


mercial jobs on a quarter-ton | demand for low-priced transpor- 
coupe | tation, with low cost of operation | 
| among small business houses with | 
| delivery 
|Bantam will figure most promi- 
|nently in the commercial field, 


problems. That’s why 


with the business coupe as an ace 


pleasure car, and it also is de-|up the sleeve for those who also 


AIRPLANE-TYPE SHOCK ABSORBERS 


@ Monroe Airplane-Type Shock Absorbers are of the 
same principle that has been used for years on air- 


planes and artillery. 


Monroes are double acting, and because the load is 
applied directly, the Monroes displace a larger quan- 
tity of fluid over any shock impulse. This important 
feature permits the use of lower pressures, which 


reduces vibration and provides a softer, safer ride. 


Nearly two million Monroe Airplane-Type Shock 
Absorbers are now in daily use on many of the world’s 
leading automobiles, and their record of performance 
stands as proof of Monroe’s superiority in design, 


quality and workmanship. 


Standard equipment on leading automobiles 
throughout the world... . Manufactured in 


United States, British Isles and Australia. 


MONROE AUTO EQUIPMENT 
COMPANY 
MONROE, MICHIGAN 


Nee 


DIVISION OF BORG-WA 


portation for pleasure purposes. 
BS * *” 


THIS IS EVANS’ DEBUT as a 
manufacturer, but don’t think he 
|1S any novice in the automobile 
| business. Starting as a used car 
| dealer in the south, his has been 
a rapid climb. He’s financed and 
controls 23 different companies 
| which wholesale and retail auto- 
mobiles, among the makes repre- 


sented being Willys-Overland and | 


| Hudson-Terraplane, Nash, and in 


| the trailer field he has Covered | 


| Wagon. Most of these operations 


| 
| 10,000 units. In addition he has 
his own finance company for 
these dealerships and also has his 
own insurance company. He’s 
from Georgia and you can guess 
at his age, for when he took on a 
| Side job as an automobile sales- 
man he was still attending the 


| Georgia School of Technology. 


I almost forgot—the Bantam 
debuts around the first of Sep- 
|tember and will attain official 
recognition as a member of the 
automobile family at the 
shows this fall. 

* * ES 

| FROM THIS POINT ON in the 
| column the conductor ceases be- 
| ing original and is depending on 
| his contributors to do his work 
| for him. Not a half bad idea when 
| these contributors have interest- 
|ing stories to tell. For instance, 
| Contributor No. 1, Ray Sackett, 
| Pontiac publicist, checks in with 
|&@ report on the business outlook 
|in the vast territory west of the 
| Mississippi which he investigated 

on his recent vacation tour. Inter- 
| preted into automobile language, 
| this report seems to promise in- 
| creased car sales in that territory 
| this coming fall. 


| * * * 





west of the Mississippi. It is very 
| definite and is evident on every 


| hand,” he contribs. “I have just | 


| finished 


i a 5,600-mile vacation 
drive as far west as western Wy- 


oming. My first since 1927, and 22 | 


years since I drove the Lincoln 
|Highway from coast to coast. 
| That was in 1915. 

“This year in Wyoming I drove 
| over 1,500 miles of country, mostly 
|rangeland. The range is greener 
|and in better condition than it 
| has been for years. My host was 
a man who has lived in Wyoming 
53 years and who knows his cattle 
country. He predicts fatter cattle 
and higher prices on the market 
as a result of the abundance of 
moisture. 

“Along with the 1937 prosperity, 
though, is a new type of cattle 
thieving that is worrying the 
western ranger. It is done with 
motor trucks. The rustlers drive 


up to a ranch in the night, take | 


| six or eight yearlings, either kill 
|them and skin them right there, 


leaving the hides, or drive to an} 


adjoining state where they skin 


them and burn the hides to de-| 
stroy the brand. They sell their} 


meat to small town butchers who 
are in collusion on the theft. 
* * * 

“THERE NEVER was the tour- 
ist business that there is this 
year. On my swing around Wy- 
oming I saw cars from all but six 
states and one from Hawaii. 

“U.S.30, the Lincoln Highway, 


QUALITY 


TH 


ROUGHOUT 


RNER CORPORATION 


are in the south and it is estimated | 
by Evans that they sell annually | 


big | 


“THERE IS PROSPERITY | 


is like a city thoroughfare. Many 
roads east of the Mississippi con- 
| verge into about three main 
| routes to the West, of which U.S. 
| 30 is the most important and 
| carries the greatest traffic. 

“Tourist lodges are popular and 
| good. The farther west you go, 
|the better they get, it seems. At 
Rock Springs, Wyo., the White 
Mountain Lodge at the intersec- 
tion of U.S.30 and U.S.187 from 
| the Jackson Hole region, is by all 
| odds the finest tourist cabin setup 
I’ve seen. It’s new. Open less than 
a month. Cabins have hardwood 
floors with rugs; twin beds with 
fine springs and mattresses; writ- 
ing desk and table; linoleum tiled 
bathroom with porcelain tub. The 
completely equipped garage keeps 
two all-night full-fledged mechan- 
ics to take care of every service 
need a customer may have. 

“At the city of North Platte, 
Neb., there are 13 separate groups 
of tourist cabins. 

ie SS 

“AROUND OKLAHOMA CITY, 
where I stopped off, crops are the 
best they have been in 10 years, 
|so Jack Hall, of Hall Motor Co. 
| (Pontiac) tells me. Also, oil is 
| booming, the latest and biggest 
| field being right in the city of 
|Oklahoma City. Derricks look 
| funny in the spacious yard of the 
| state capitol building, and scores 
|}and hundreds of other derricks 

rise from the back yards of 
| $40,000 and $50,000 residences as 
| well as from hundreds of small 
|homes in an adjoining colored 
district. 

“Hall says the oil workers and 
the farmers are buying many 
automobiles. And the stockyards 
| are booming. In Hall’s own words, 
‘Oklahoma City is especially for- 
tunate from an automotive stand- 
| point.’ 

“In Iowa corn is 7 feet high. 
The Pontiac dealer at Mason City, 
John Gallagher, says crops are 
the best since 1929. Farmers are 
buying cars. Thirty per cent of 
his sales go to farmers. The last 
two deals he made to farmers this 
month were clean deals and all 
cash, and both were for the high- 
est priced models that Pontiac 
builds, namely, eight - cylinder, 
four-door touring sedans with six 
wheels and white sidewall tires. 

“Gallagher says there is no one 
more than a prosperous Iowa 
farmer who likes to strut his stuff 
when he drives his family to 
church on Sunday morning.” 





AND BILL HUGHSON, of San 
Francisco, oldest Ford dealer in 
the country, waxes reminiscent 
after reading “Sparks” of July 10 
when the conductor raked the 
embers of yesterday, inspired by 
Roy Davey sending in a 1922 New 
|York show directory of “Who’s 
Who.” Writes Hughson: 

“TI see you forgot to mention 
one of the first cars to use the 
Knight motor; namely, the Stod- 
| dard-Dayton. We had the first one 
that came out to the coast. Just 
at that time the Trailblazers of 
Indiana — blazing the Lincoln 
Highway—were coming through, 
so I thought I would be bright 
and take the newspaper men to 
meet them in the nev seven- 
passenger Stoddard - Dayton with 
the Knight sleeve valve motor; 
but on the way, the sleeves got 
stuck, and Leon Pinkson, Stuart 
Gayness and a couple of others, 
sat on the side of the road until 
I could telephone in and get an- 
other car. This car, by the way, 
had a puncture after we got 
started, and the brilliant news- 
| paper men sat and watched me 
mend a tire, giving me the “ha- 
ha” during the operation. 

* * * 


“TALKING OF OLD times, I 
wonder if you remember the 
Holly automobile, built in Pitts- 
burgh? I guess you were still 
thinking about bicycles about that 
time. Anyway, we bought a car- 
load of them in 1903; but when 
they saw the hills of San Fran- 
cisco, they immediately fainted, 
and the only way we could sell 
them was to sell a horse with 
each. 

“Louis Block, old-time bicycle 
rider and for many years branch 
manager for the Ford Motor Co. 

(Continued on Page 14, Col. 1) 








Increased Costs of Doing Business Worry MEWA 


Manufacturers P 
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Pledge Aid 


To Ease Jobbers’ Problems 


CHICAGO.—Meeting here under 
the chairmanship of George N. 
Lockbridge, president, directors of 
the Motor and Equipment Whole- 
salers’ Assn. centered particular 
attention upon the problem fac- 
ing automotive wholesalers in the 
form of added cost of doing busi- 
ness. 

An announcement at MEWA 
headquarters following the meet- 
ing stated that the situation has 
been brought to the attention of 
manufacturers through an as- 
sociation committee headed by 
George H. Niekamp. 

Responses received by the 
manufacturer relations committee 
from producers, it is made known, 
show “unmistakable evidences of 
appreciation on the part of manu- 
facturers for the better under- 
standing of mutual considerations 
as involved in the problem.” 

Directors attending the meeting 
heard reports to the effect that 
the MEWA membership has 
reached an all-time high. They 
approved a number of applications | 
from jobbers in all parts of the 
country. 

Other action included the ap- 
pointment of a committee on ar- 
rangements for the annual con- 
vention next December; as well 
as of committees for the nomi- 
nation of directors and officers. | 


Traffic Safety 
Bill Signed by 
Mich. Governor | 


LANSING.—Providing for uni-| 
form examination of applicants) 
for drivers’ licenses, the Michigan | 
traffic safety measure passed by | 








the 1937 legislature was signed | 
this week by Gov. Frank Murphy. | 
The law also provides for enlarg- | 
ing of the state police highway | 
patrol. 

All fees obtained from the driv-| 
ers’ licenses has been earmarked | 
for examination of applicants and | 
enforcement of the code. The} 
more rigid examination of appli- | 
cants is provided through autho-| 
rization of the commissioner of | 
State police to draft a uniform | 
examination plan and to designate | 
local examiners. 


line cel 
General Manager 


PITTSBURGH. —R. L. Morri- 
son’s appointment as_ general 
manager of the Bendix-Westing- 
house Automo- 
tive Air Brake 
Co. is announced 
by S. G. Down, 
executive vice- 
president of the 
company, which 
is a mutual sub- 
Sidiary of the 
Westinghouse 
Air Brake Co. 
and the Bendix 
Aviation Corp. 
Morrison will 
fill the vacancy 
caused by the recent death of 
Robert M. Heinrichs. 

Morrison has served as district 
manager for the Bendix-Westing- 
house Co. with offices at Detroit. 
Previous to this, he had served 
in the Detroit district as inspec- 
tor, representative and district 
sales manager. 





R. L. Morrison 





Joseph B. Eck 


SHEBOYGAN, Wis.—Joseph B. 
Eck, 50, president of the Globe Mfg. 
Co., died July 14 at his summer home 
at. Elkhart Lake. He had served as 
general manager of the Falls Motor 
Corp. and as vice-president and gen- 
éral manager of the Universal Motor 
@o., Oshkosh, Wis. : 


Greater use of facilities of the 
association by members was re- 
ported, and endorsement 
given to a program for expand- 
ing activities along lines now pur- 
sued. 

A report on jobber business was 
to the effect that it represented a 
healthy increase in the first six 
months of this year as compared 
with the same period in 1936. 


In resolution form, the board | 


recorded “its desire to co-operate 
with the federal trade commis- 
sion to the extent and in a man- 
ner deemed appropriate by the 
commission, by supporting its ef- 
forts to correct conditions in the 
distribution of automotive prod- 
ucts.” 


was | 





| Qualities of Fuel 


Get Road Tests 


PHILADELPHIA.—The Atlan- 
tic Refining Co. has extended, 
through road tests, an elaborate 
research program which has been 
under way in their laboratories 
for many months. The work has 
centered principally about the 
anti-knock quality of fuels. 

Realizing that laboratory re- 
sults, while accurate and repro- 
duceable, do not cover all the 
conditions met in actual opera- 
tion, the experimental fuels will 
be tested on the road under con- 
ditions ranging from mild to the 
most severe conditions encoun- 
tered in city and cross-country 
driving. 

Ten cars representing the major 
portion of those in general use, 
will be driven over a section of 


N choosing a regular source of supply for your 
I alloy steels, dependability is a factor of prime 
importance. 

Precision quality in one lot of steel is not enough. 
To make mass production of small alloy parts 
possible and profitable, you need consistent, rigid 
uniformity in heat after heat, shipment after ship- 


ment, duplicate order after duplicate order. 


You 


| under test. 





road near Lewistown, Pa. Each 
car will carry a driver and a 
trained observer who will note 
the performance of the gasolines 
The technique em- 
ployed will be to match the test 
fuels against standard reference 
fuels of known laboratory per- 
formance; thus providing a com- 
prehensive road rating of each 
fuel in terms of octane numbers. 


License Tag Receipts 
Jump 10% in Virginia 
RICHMOND, Va. (UTPS).—Li- 
cense tag collections in Virginia 
jumped $456,317 for the period 
Mar. 1 to July 1 over receipts for 
the same period last year, a gain 
of almost 10 per cent, according 
to figures released by John Q. 
Rhodes jr., director of the state 

division of motor vehicles. 
Total collections for the months 

just passed were $5,254,805. 





New Ca ar iis 


Gain in Detroit 


DETROIT. — Registration of 
new cars in Wayne county 
(Detroit) showed a slight gain 
during June, rising to 10,996 units 
compared with 10,661 units in the 
same month of 1936. Truck sales, 
however, were down to 640 units 
in June as against 723 in 1936. 

Two of the big three, Ford and 
Chevrolet, showed a loss during 
the month compared with a year 
ago, while Plymouth had 1,388 
compared with 1,100 a year ago. 

Other gains were shown by 
Pontiac, 674 compared with 470; 
Packard, 375 and 152; Nash- 
LaFayette, 143 and 33; Buick, 618 
and 375; Chrysler, 219 and 103; 
De Soto, 242 and 99; Willys, 57 
and 11; LaSalle, 114 and 29; Lin- 
coln, 97 and 52. 





need unquestioned dependability. 

Here at Carnegie-Illinois we realize the impor- 
tance of a reliable source of supply. 

You can standardize on USS Carilloy Alloy Steels 
with the assurance that we will do all in our power 
to provide you regularly with fine alloy steels of 


the exact properties you specify 
Alloy steels of unquestionable dependability. 


time. 


. time after 


U°S°‘S CARILLOY ALLOY STEELS 


CARNEGIE- 


Columbia Steel Company, 


San Francisco, 


Pittsburgh 


Pacific Coast Distributors 


ILLINOIS STEEL 


ts 
es oe oes ae ie ee 


Chicago 


CORPORATION 


United States Steel Products Company, New York, Export Distributors 


SIT EEL 





, Chris 
Y Sinsabau gh 


(Continued from Page 12) 


in Philadelphia, 
to see me and we had a great 
time reminiscing on bicycle days 


and later, automobile days. When | 
I asked him what he was doing | 
now, he said he was selling em-| 
balming fluid. I told him he came 


in a little too soon, as I wasn’t 
ready for it, but might give him 
” 


an order on the way back! 
* * * 


OUR OWN Bill Callahan too 
has been drafted to help fill this 
week’s column, not a hard job as 
he has an interesting engineering 
research report to make. “Ever 
since early this summer, when I 
drove one of Oldsmobile’s auto- 
matic gearshift models in an ex- 
perimental job at Lansing, I’ve 


had a yen to try out one of the| 
the managing edi- | 


stock models,” 
tor opines. “At Lansing preview, 
as you remember, we did all our 
driving on the open road under 
one of those ‘see how she works’ 
escorted tours. What I wanted to 
take an Olds over the week-end 
and away from watchful engineers 
where I could try tricks on it that 
a dumb layman and no engineer 
would ever think of. Through the 
kind offices of Dud Carson of the 
publicity department, and Lee 
Weston, assistant advertising 
manager, this was arranged. 


“I picked up the car in Detroit 


just dropped in| 





in the midst of one of our recent 
deluges and started for home in 
one of those demoralized traffic 
snarls usually washed up by a 
young cloudburst. It was creep 
and crawl, spurt and stop, all the 
way. If ever an automatic gear- 
shift got the works it did that 
night. 
* * * 

“AND FROM the way the Olds 
mechanism performed I’m con- 
vinced that automatics definitely 
are here, and here to stay. One 
finds it much more difficult to 
get reaccustomed to the standard 
shift car after driving an auto- 
matic than becoming accustomed 
to the automatic in the first 
place. The Olds unit eliminates 
shifting almost entirely, since 
when coming to a stop at a traffic 
light one needs only hold the 
clutch pedal down and wait for 
the ‘go’ signal. With the con- 
trol lever in the full forward 
position, one can accelerate 
quickly from zero to the top 
speed of the car without using 
his right hand at all. 

“The changes in gear ratio are 
made smoothly and quietly, so 
much so that even the driver 
scarcely can tell when the changes 
take place. So far as getaway in 
traffic is concerned, the auto- 
matic functions more efficiently 





than the average driver can 
manipulate the _ shifter lever. 
From the woman driver’s stand- 
point, the elimination of the 
manual gearshift makes it pos- 
sible for her to keep both hands 
on the steering wheel at all times 
and is helpful in making left 
turns since the left hand can be 
free for signalling while the right 


hand guides the car. The shifting | 
if any is necessary is taken care | 


of by the gearset itself. 
* * * 

“IT IS DIFFICULT to explain 
just what a difference handling 
the automatic shift makes in a 
car. Only through actual driv- 
ing can this difference be noted 
and appreciated. Perhaps the first 
reaction is that we little appre- 
ciate how much shifting is neces- 
sary in driving a car until the 
shifting has been eliminated. Per- 
haps it is imagination, but I be- 
lieve the stock model Olds I drove 
over a week-end performed much 
more smoothly than the experi- 
mental model I used at Lansing. 
I think this development consti- 
tutes a new thrill in motoring 
that you may very happily recom- 
mend to your friends.” 


Union Wire Sells Die 


Business to Carboloy 
DETROIT.— The Union Wire 
Die Corp., manufacturers of 


Widia cemented carbide drawing | 


and extrusion dies, has sold to 
Carboloy Co., Inc., its entire as- 
sets and interests in the cemented 
carbide business. 


[LIKE THE BACK SEAT 


The back seat has at last come into its own... thanks to 


improved riding features of the new cars, and to new 


patented Delco Hydraulic Shock Absorbers. The motoring public demands 


arm-chair comfort, and dit has learned to look to Delco Shock Absorbers as 


@ factor in providing this comfort. That’s why Delco-equipped cars sell—and 


stay sold. Delco Products Division, General Motors Corporation, Dayton, Ohio. 


ry 


There is a Delco-Hydraulic Shock Ab- 


(Oy sorber for every type of springing or 

Py, assembly; Single Acting; Double 

Acting, Direct Acting, Inertia Control, or special appli- 
cations for cars with Individual Wheel Suspension. S 


DELCO 


ULIC SHOCK 


ABSORBERS 





Dealers Favor Current 
Time Payment Plan 


(Continued from Page 3) 


with us is 16 months with a 24 


month paper.” 
* ok 2k 

George Clayton, Clayton-Dean 
Chevrolet Co., Chevrolet, Chicago. 
“I do not believe that time pay- 
ment terms are too loose at pres- 
ent. Perhaps they were several 
months ago, but they have since 
been tightened up. Large down 
payments are desirable, but few 
car buyers can go more than one- 
third in this respect, and that is 
what I recommend. As for length 
of time to pay, it should not ex- 
ceed 18 months on new cars or 
12 months on used. Having it 
stretched out too long hurts sales 
possibilities on new cars and the 
later models of used cars.” 

* * * 

R. H. Keeling, Studebaker 
Sales Co., Studebaker, Chicago. 
“As I see it, there is no basis for 
the charge that instalment terms 
are too loose. Since most buyers 
can’t afford to make large down 
payments, I am in favor of larger 
monthly payments, and the whole 
transaction should be cleaned up 
in 14 to 15 months. It’s up to the 
dealer, of course, to find out in 
each case whether the buyer can 
better afford a deal calling for 
large down payment or longer 
time to pay, and to act accord- 
ingly, providing it’s a good risk 
either way.” 

* * * 

M. J. Lanahan, M. J. Lanahan, 
Inc., Dodge-Plymouth, Chicago. 
“My opinion is that present time 
payment terms are satisfactory. 
Our experience during the past 
two years indicates that where 
the customer pays one-third 
down and the balance over 12, 15 





or 18 months, the contract is 
liquidated satisfactorily. Any- 
thing over 18 months is a men- 
ace to the industry inasmuch as 
it encourages an obligation over 
too long a period to the very peo- 
ple who are least able to pay. In 
the opinion of many people in 
and out of the industry, this 
practice should be discontinued. 

“With the exception of a few 
household items, two years is en- 
tirely too long a period for the 
American workman to mortgage 
his earnings for an automobile or 
any other article under present 
economic conditions. It is poor 
banking, poor financing, _ and 
qaAEE TERETE business.” 


Toledo’s Glass 
Makers Prosper 


TOLEDO. Business volume of 
Toledo’s two big glass companies 
is reaching new heights largely 
as a result of many new products 
developed during the slack years 
of depression. 

Owens-Illinois Glass Co. re- 
ported its net sales, royalties and 
other income $91,231,989 for the 
12 months ended June 30, which 
compares with total sales of $66,- 
035,271 for the year previous. 

Net earnings of $11,856,193 for 
the 12 months ended June 30 re- 
flect the big gains in business. 

Libbey-Owens-Ford Glass Co., a 
leader in the field of flat glass 
products, reported net earnings 
of $5,631,468 for the first half of 
1937 contrasted with $5,102,971 for 
the like period last year. 





THE Slandaid THERMOSTAT 


A Real Sales Asset 


Sylphon Thermostats have been a real contributing 
factor in increasing motor efficiency and fuel econ- 
omy of modern automobiles. Held to high standards 
* quality, Sylphon Thermostats provide uniform de- 
-ndability throughout a long life span of useful 


efficiency. 





FULTON SYLPHON COMPANY, KNOXVILLE, TENN. 





the 
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The News of Automotive Advertising 


th Dimension | 
| 


Ey Pete Wembhoff 


Games 


economical driving, are being dis- 
tributed to midwest motorists 
through 23,000 Standard Oil 
dealers. 

Ten car loads of paper, 2,000 
pounds of ink and 12,000 pounds 
of metal spinners were used by a 
Milwaukee printing establishment 
in the production of the game for 
Standard Oil of Indiana. 

Statisticians calculate that suf- 
ficient games will be given away 
so that the family of every car 
owner in 13 central western states 
can play at the same time, and 
that it would take a person six 
weeks to walk around the games 
if they were placed end to end 
along a highway. 

The game follows closely the 
theme of Standard Oil’s summer 
advertising by showing the car 
driver how he can use less gaso- 
line, and run less chance of ac- 
cident by careful and economical 
driving. 


Millions 

More than 5,000,000 pieces of 
direct mail have been used to 
spur sale of 1937 Pontiacs, a new 
high for this type of advertising, 
the company reports. 

Giant drive, begun last fall, in- 
cluded two types of mailings: 
general and specific. The general 
mailing, conducted by the fac- 
tory, consisted of an eight-page 
rotogravure paper and later a 16- 
page color catalog. The specific 
direct mail included the person- 
alized pieces, containing an in- 
dividual salesman’s card, which 
has proved greatly productive to 
Pontiac in the past. 


“Addition pe 


Raybestos brake linings and 
other friction products’ trade ad- 
vertising hereafter will be han- 
dled by Wales Advertising Co., 
Inc., N. Y., which has been in 
charge of consumer advertising 
for some years. 

Trade papers’ reaching all 
branches of the automotive field, 
plus direct mail, will be used. 
Louis H. Frohman is account 
executive for trade activities. 


Response 

Congratulatory messages from 
various parts of the globe have 
been received by Buick concern- 
ing its sponsorship of the broad- 
cast of the Joe Louis-James 
Braddock heavyweight champion- 
ship bout last month. The fight 
was carried by NBC over nation- 
wide hook-up, plus short-wave 
stations which shipped the blow 
by blows to foreign nations.. 

Eleven countries thus far are 
represented in the fan mail, in- 
cluding Alaska, Belgium, Ber- 
muda, Canada, England, Hawaii, 
Irish Free State, Jamaica, New- 
foundland, Panama, Puerto Rico. 


Rates 

Current ad rates on Collier’s, 
The American Home, and Wom- 
an’s Home Companion will con- 


tinue through issues of August, | 


1938, Crowell Publishing Co. an- 
nounced this week. 

“We make this announcement 
notwithstanding increases in the 
cost of labor and paper,” J. A. 
Welch, advertising director, said. 
“Crowell advertising rates have 


been low, on the basis of net paid | 


delivery, and will continue so. If 


this policy has tended to moder-| ; 


ate the rates of others, we are 
happy to have contributed to this 
end in the interests of good busi- 
ness.” 


Chatter 

H. E. Van Petten, advertising 
manager, mechanical division, B. 
F. Goodrich Co., elected president 
of Industrial Marketers of Cleve- 
land ... John: E. Wells resigns 
as ad manager of Ex-Cell-O Corp. 
. .. Frank Sohn, sales promotion 
manager, Libbey - Owens - Ford 








Glass Co., named by President | 


| Roosevelt as delegate to Interna- 
Two million games, designed to | . 


dramatize importance of safe and | 


tional Congress of Design and 
Applied Arts, Paris. ... Rustless | 
Iron and Steel Corp. retains} 
Ketchum, MacLeod and Grove, 
Inc., Pittsburgh, to handle adver- 
tising. . . . Stanley J. McGiveran | 
named ad director at Owens-Illi- 
nois Glass Co. .. . Graham-Paige 
of Canada appoints J. Walter 
Thompson, Ltd., Toronto, to di- 
rect advertising. 


Grid 

Sixty-five radio stations will air 
from 8 to 11 college football 
games each next fall, under spon- 
sorship of Atlantic Refining Co. 
N. W. Ayer & Son, agency han- | 
dling the account, is completing 





arrangements with various col- 
leges. | 


MACK 


It isn’t the number of units moved that spells profit to 
truck dealers, but total dollar volume. That's why alert 


dealers look upon Mack 


ca’s No. 1 sales opportunity. 
Remember, wise truck buyers look not only at the 


price-tag, but at the operating costs, too. The higher 
cost of a Mack pays back dividends to Mack owners 


15 


'GM Sets Record 
For Plant Safety 
| 

| 


DETROIT.—General Motors 
Corp. Friday reported the best 
sustained plant safety record in 
its history, with a mark of only 
4.56 accidents per 1,000,000 hours 
worked, resulting in only .511 
| days lost for each 1,000 hours. 
| This record was made during 
| the seven months’ period between 
Dec. 1, 1936, and June 30, 1937, 
when a corporation-wide safety 
contest sponsored by Alfred P. 
Sloan jr., chairman of the board, 
was staged among 77 plants in 
the United States and Canada. 

More than 8,000 foremen were 
enrolled in the contest in these 
plants, 266 of which will receive 
radio sets presented by Sloan as 
| a reward for their efforts to re- 
duce accidents among the men in 
their charge, elimination of in- 
dustrial hazards, safety education 
and good industrial housekeeping. 
An additional 266 foremen will re- 
ceive certificates signed by Sloan 
as runners-up in the contest. 


NEW TYPE AIR-CONDITIONER introduced. Walter W. Templin, 
left, president of J. Sterling Getchell, Inc., and Charles R. Neeson, 
chief engineer of Airtemp, Inc., examine a display of the revolutionary | 
new Airtemp radial compressor which was introduced before several | 
hundred architects and engineers at Hotel Pennsylvania, New York. | 


DEALERS 





in economy and reliability—and means repeat sales. 
You get higher truck profits—your customer gets 
higher truck value. Through 37 years of building trucks 
alone, Mack has gained the most valuable reputation 
in the industry. Learn how this reputation can be turned 
into greater profits for you. 
MACK TRUCKS INC., 


and Mack Jr models as Ameri- 


NEW YORK, N. Y. 


Mack now produces the widest range of sizes 
and types of trucks in the industry —truly. 
“America’s No. } line of trucks.” 

From the low-priced Mack Jr, in -ton, 34-ton 
and higher capacities, up to the largest trucks 
in the world today. there is a Mack Jr or a 
heavy-duty Mack to satisfy the demands of all 
your customers. a 


WRITE OR WIRE NOW FOR FULL DETAILS 





MILWAUKEE.—BHight bills of| A 1 
major importance to car dealers 
and owners were enacted during 
the 1937 Wisconsin legislature just 
closed. Several others, including 
the industrial recovery act and a 
state model of the Robinson- 
Patman act, were left when the 
session ended but a special session 
later this summer is expected to 
act favorably on these two 
measures. 

Analysis of the eight major laws 
- passed, prepared by the Wiscon- 
sin Automotive Trades. Assn., 
follows: 

1 Law 429A. This bill, considered 

our most important piece of 
legislation, strengthens the pres- 
ent law which licenses automobile 
dealers, salesmen and finance 
companies. This bill accomplishes 
the following: 

(a) It licenses all manufacturers, 
factory branches, distributors and 
all their travelers and represen- 
tatives who were heretofore un- 
licensed. 

(b) It increases the fees for 
dealers from $2 to $5 and for 
salesmen from $1 to $2. All deal- 
ers must secure a $2 salesman’s 
license—under the old law each 
dealership was entitled to one 
salesman’s license for nothing. It 
allows dealers to handle $5,000 
worth of finance paper without 
charge. Under the old law dealers 
had to pay $1 for every $1,000 
worth of paper carried. With this 
new schedule of fees a far better 
administrative and enforcement 
job will be possible. 

(c) Every salesman, factory 
man, etc., must carry his license | 
when engaged in business and| 
must display same upon request. 


Coming Events 


AUGUST 


15—Akron, 0. All-American Soap Box Derby 
SEPTEMBER 

.5-17—Akron. SAE Section Regional Tractor 
Meeting. 

29-Oct. i—Chicago. SAE Section 
Transportation Meeting. 

30-Oct. 1—Tuisa, Okla. SAE Fuels and La- 
bricants Regional Meeting. 


Regional 


OCTOBER 


7- 9—Los Angeles, Ambassador Hotel, GAE 
National Aircraft Production Meeting. 


7-17—Paris. Automobile Salon. 

(4-23—London. Automobile Exposition. 

27-Nov.3—New York. National Automobile 
Bhow. 





27-Nov. 3—Toledo. Automobile Show. 


28—New York, Commodore Hotel, SAE An- 
nual Dinner. 


28-Nov. 8—Milan, Italy. International Automo- 
bile Salon. 


30-Nov. 6—Boston. Automobile Show. 
30-Nov 7—Los Angeles. Automobile Show. 
30-Nov. 7—San Francisco. Automobile Show. 
31-Noy. 6—Cincinnati. Automobile Show. 


NOVEMBER 
4-13—Lendon. Commercial Automobile Show. 
6-1!—Omaha. Automobile Show. 
6-12—Akron, 0. Automobile Show. 
6-12—Columbus, O.—Automobile Show. 
6-12——-Newark. Truck Show. 
6-13—Breeklyn. Automobile Show. 
6-13—Buffale. Automobile Show. 
6-13—Chicago. Automobile Show. 
6-13—Detreit. Automobile Show. 
6-13—Indianapolis. Automobile Show. 
6-13—Newark, N. J. Automobile Show. 
6-13—Philadeiphia. Automobile Show. 
6-13—Pitteburgh. Automobile Show. 
6-13—Toronto. Automobile Show. 
8-13—Des Moines. Automobile Show. 


42-20—Glasgow. Scottish International Aute 
mebile Exposition. 
(3-20—Baltimors. Automobile Show. 
{3-20—Rechester. Automobile Show. 
13-20—Cleveland. Automobile Show. 
14-20—Springfield. Automobile Show. 
(4-21—8t. Lewis. Automobile Show. 
14-21—Portiand, Ore. Automobile Show. 
15-18—Louisville, Ky. ATA Truck and Equip- 
ment Show. ATA convention. 
15-20—Denver. Automobile Show. 
15-20—Jersey City. Automobile Show. 
15-20—Ottawa. Automobile Show. 
17-24—Milwaukee. Automobile Show. 
20-27—Mentreal. Automobile Show. 
24-Deo. 1—Kansas City. Automobile Show. 
27-Dee. 4—Kansas City, Me. Automobile Show. 


#-(0—Flint, Mich. SAE National Production 
Meeting. , 
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Wis. Dealer Licensing Law Stiffened by Legislature 


Eight Major Bills Passed 
Analyzed by Association 


A better check of those engaged 
in the business is therefore made 
possible. 


(d) It creates two new grounds 
for the suspension, revocation or 
refusal of dealers’ licenses—(1) If 
dealers are guilty of violating any 
law relating to the sale, distribu- 
tion or financing of motor ve- 
hicles; (2) If they sell retail in- 
stallment contracts to sales 
finance companies not licensed 
under this law. 


(e) It allows the commission to 
inspect the books, records, letters 
and contracts of any licensee in 
order that written complaints of 
any nature be investigated. Under 
the old law the commission could 
only act on written complaints of 
consumers which greatly 
weakened the entire act and 
limited the commission’s scope of 
jurisdiction. 

(f) The commission is author- 
ized to appoint local advisory 
committees in addition to a gen- 
eral advisory committee. It is 
hoped through the creation of lo- 
cal advisory committees to build 
up strong county dealer organi- 
zations which will help the com- 
mission to clean up bad local con- 
ditions. 

(g) The banking commission is 
given the power to define unfair 
trade practices in the motor ve- 
hicle industry; between licensees; 
or between any licensee and re- 
tail buyers of motor vehicles. This 
grant of power will enable the 
commission to define and name 
the basic trade evils now exist- 
ing and to curb them through the 
use of licensing power. Of spe- 
cial significance to dealers is the 
fact that wild and unprofitable 
trading will undoubtedly be 
named an unfair trade practice. 
In addition, in determining un- 
fair trade practices, the commis- 
sion will be able to investigate 
and control relations between 
licensees. This grant of power is 
unusual in a licensing law and 
will be watched with considerable 
interest by those who believe that 
an industry should solve its own 
problems without recourse to 
courts or legislation. 


STATES 


37] 
36] 
37 
36 
37 
36 
37 
36 


Total, 16 States 
for June 


Arkansas 


Florida 


Georgia 


NATIONAL MUSEUM RECEIVES U. S. Rubber Co. silver plate. 
Charles E. Duryea, right, automobile pioneer and first to use pneu- 
matic tires on cars, is shown presenting the memento to Dr. Alexander 
Wetmore, assistant secretary of the Smithsonian Institute. The silver 
plate, given Duryea in commemoration of fact U. S. Rubber made the 
first tires used by him, will be placed in the Charles E. Duryea collec- 


tion in the museum. 


(h) The commission is granted 
the power to hold hearings and 
trials wherever it sees fit; to sub- 
poena witnesses; to take testi- 
mony of witnesses residing out- 
side the state; to pay witness 
fees for mileage, and to administer 
oaths. The commission is given 
power to make such rules and 
regulations as it shall deem neces- 
sary for the effective administra- 
tion and enforcement of the 
licensing law. 

(i) In the event that a written 
order is taken from a purchaser 
prior to or concurrent with any 
installment sale, then the written 
statement describing the car and 
the terms of sale, etc., must be 


given to the customer at the time 
the order is taken. 

(j) In cases where dealers do 
their own financing the commis- 
sion will permit them to combine 
in one statement the individual 
statements now made out by the 
dealer and the sales finance com- 
pany. 

Note: The old law was weak 
because the commission’s jurisdic- 
tion was limited solely to written 
complaints of consumers and be- 
cause of limited funds for enforce- 
ment purposes. It will be seen 
from the above that with the ad- 
ditional powers and money 
granted to the commission that 
dealers can expect much more 


activity and elimination of bad 
business tactics. 

In connection with the licensing 
law it should be stressed that 
Wisconsin’s strengthened law is 
by far the best medium now ex- 
isting in the United States for the 
solution and correction of dealer 
problems. Improved factory- 
dealer relations will unquestion- 
ably result and many of the 
abuses and inequities now exist- 
ing will be solved because of cor- 
rective legislation. 
> Law 206S. This bill strength- 

ens the present licensing law 
by curbing unfair tactics of 
manufacturers, distributors and 
their field representatives in forc- 
ing cars or accessories on deal- 
ers. A manufacturer’s, distributor’s 
or factory representative’s license 
is in jeopardy of suspension or 
revocation if they are guilty of— 

(a) Inducing or coercing or at- 
tempting to induce or coerce any 
dealer to accept delivery of any 
motor vehicle or parts which have 
not been ordered by the dealer. 

(b) Inducing or coercing or at- 
tempting to induce or coerce any 
dealer to enter into any agree- 
ment with manufacturers or to do 
any act unfair to the dealer by 
threatening to cancel his fran- 
chise. 

(c) Unfairly or without due re- 
gard to the equities of the dealer 
and without just provocation can- 
celled the franchise of any dealer. 

Note: This is by far one of the 
most outstanding contributions to 
dealers’ peace of mind. The dealer 
has always been haunted by fear 
of cancellation. He was never 
sure of his franchise or of per- 
manency in the automobile  in- 
dustry. This bill safeguards his in- 
vestment and will protect his 
equity at all times. The original 
of this bill provided that a deéal- 
er’s contract must state the 
maximum number of cars, acces- 
sories and parts which a dealer 
had to take during the course of 
a contract year. The above, how- 
ever, is much better and ac- 
complishes even more than the 
original bill. 

3 Law 205S. The original bill 
e provided for a “convenience 
and necessity” provision in the 
licensing law. The revised bill, 
which is also much stronger and 
better, provides that the banking 
commission may pass on a dealer’s 
(Continued on Page 17, Col. 1) 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold. 


CHRYSLER GROUP 


11208] 20859 
13973| 22696 
131 208 

72 123 
372 617 
415 643 
641) 1045 
669| 982 


1699} 6011) 
1397; 1102| 6224 
17| 9 51 
8} 4 39 
50) 33 162) 
55| 21 152 
77| 57| 270 
58} 38} 217 


1941| 





37 
36 
37] 
36] 
"37 
36 
37 
36 
"37 
36 
"37 
36 
"37 
36 
37 
36 
"37 
36 
37 
186 
37 
= 


Idaho 
Indiana 
Kansas 
Maryland 
Nebraska 
Nevada 
Ohio 
Pennsylvania 
Vermont 
Virginia 
Total, 29 States 


for June 


Total to Date 
Z 


182| 336 
217| 350 
1630, 3003 
1697| 2746 
462| 838 
555] 856 
723| 1337 
857| 1401 
361| 579 
540| 796 
63; 125 
17| 185 
3721| 7012 
4028| 6820 
4936| 9894 
6482| 11049 
143|_ 274 
181} 280 
717|. 1194 
840| 1315 
25290| 47321 
30603] 50192 


41) 30 83 
29| 18 86 
282| 259) 832 
146] 136) 767 
85} 76 215 
49| 43} 209 
146) 105 363 
103} 35| 406 
68| 28} 122) 
48) 17| 1911] 
16] 18] 28 
11} 12| 35 
705| 680) 1906 
428| 337| 2027 
1244, 966) 2748 
875| 585| 3107 
36| 21 74 
18] 6 75 
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Wis. Dealer Licensing Law Stiffened by Legislature 


Eight Major Bills Passed, 
Analyzed by Association 


(Continued from Page 16) 


“solvency and financial standingintervals and those desirous of 


or other pertinent matters com- 
mensurate with the safeguarding 
of the public interest in the lo- 
cality in which said dealer pro- 
poses to engage in business, all 
of which may be considered by 
said commission in determining 
the fitness of said dealer to en- 
gage in business.” 

Note: This grant of power to 
the banking commission will en- 
able it to prevent factories from 
appointing too many dealers in 
any community and from making 
dealers of those men who lack 
finances or service and showroom 
facilities. Under the broad head- 
ing of “pertinent matters” men- 
tioned above, the commission will 
have considerable latitude in de- 
termining the fitness or unfitness 
of an applicant for a dealer’s li- 
cense. 

Law 3138S. This bill eliminates 

the daily, weekly, and monthly 
publication of new car sales reg- 
istration figures. The factories 
had misused registration figures 
to such an extent that they were 
no longer being used for infor- 
mation purposes but rather as a 
club over the heads of dealers to 
“secure percentage of price class” 
and more sales without due re- 
gard to dealer profits. Although it 
will be admitted that registration 
figures properly used are a bene- 
fit to dealers, still because of fac- 
tory misuse the vast majority of 
dealers desired the elimination of 
registration reports. From now on 
dealers will not be haunted by 
factory representatives “putting 
on the heat” because their com- 
petitors sold a few more cars. 
Dealers will now have more time 
to pay attention to profits on in- 
dividual deals and less to factory 
demands for more sales because 
of competition. 

Note: Registrations of all cars 
in numerical sequence according 
to license numbers will still be| 
printed in book form. It is un-| 
likely that these books will be| 
published at more than monthly 
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Total, 29 States 
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Total to Date 


securing 1937 registrations will 
have to dig this information out 
of these books. 
Law 1988. This bill will elim- 
inate the present difficulty 
encountered by dealers in the use 
of their dealer plates. From now 
on dealers or customers may use 
dealer plates “on all cars actually 
offered for sale.” We believe that 
Wisconsin dealers may now enjoy 
the widest latitude in the use of 
dealer plates and we know of no 
similar law in the United States. 
If dealers or prospects are stopped 
by officers and asked why they 
are using dealer plates. their 
answer should be that the car is 
being offered for sale by (name 
dealer). 
6 Law 780A. This bill will en- 
able the banking commission 
and the department of state to 
determine what dealers are boot- 
legging cars. From now on fac- 
tories must give a_ statement 
(every time they sell a new car 
to a dealer) on a form prescribed 
by the secretary of state to the 
effect that the new car was sold 
to an enfranchised new car dealer 
(naming him _ specifically) and 
giving the date of such sale. This 
statement must go along with the 
application for a certificate of 
title and such certificate of title 
will not be granted if the state- 
ment is missing. With the passage 
of this bill bootleggers will be 
more easily found and those sell- 
ing cars to. bootleggers more 
easily detected. Of primary con- 
cern to the legitimate dealer, 
however, is the fact that the 
statement will protect his opera- 
tions and discourage bootleggers. 
"7 Law 3638. This bill enables 
‘ out-of-state purchasers’ of 
new cars to purchase Wisconsin 
license plates for $2. (Purchasers 
must pay the full license fee, but 
if they return the license plates 
within 30 days all of their fee will 
be refunded with the exception of 
$2.) The passage of this bill re- 
lieves borderline dealers of bad 
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AT THE BANQUET CELEBRA 


May and June in the Flint zone, were, top, left te right: A. B. John- 


son, of the A. B. Johnson Chevrol 


W. E. Holler, Chevrolet general sales manager. Lower, left to right: 


W. J. Graveson, assistant manager 


used cars; Morley Blackhurst, Blackhurst Chevrolet Sales, Midland, 


Mich, and H. J. Cook, England-Coo 


eee. 


competitive condition because of 
the investigation of title fee bar- 
rier raised by surrounding states 
to protect sales taxes. Thus, for 
example, an Illinois resident de- 
siring to purchase a Wisconsin 
new car had the choice of paying 
an investigation of title fee or 
keeping his business in Illinois. 
With the passage of this law Wis- 
consin dealer will no longer have | 
to pay the premium of the inves- 
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TING Chevrolet used car sales in 
et Co., Grand Rapids, Mich., and 
of the Flint region in charge of 


k Co., Lansing, Mich. 


tigation of title fee, but will be 
able to get Illinois business for 
only $2. 
8 Law 434A. This bill further 
protects the dealer’s equity in | 
an automobile which has been 
confiscated by the liquor division 
of the state treasurer’s depart- | 
ment. From now on no confiscat- | 
ed motor vehicle can be _ sold 
unless a dealer has received 30 
days’ notice of sale.” 
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Editors Guests 
Of Pontiac at 
Luncheon, Tour 


PONTIAC. — More than 350 
members of the National Editorial 
Assn., meeting in annual conven- 
tion in Detroit, were guests of 
Pontiac Motors at luncheon Wed- 
nesday and for an inspection trip 
through the Pontiac plant. 


Harold Fitzgerald, editor of the 
Pontiac Press, welcomed the dele- 
gates to Pontiac and introduced 
Harry J. Klingler, general man- 
ager of Pontiac Motors, who 
briefly informed the guests of 
what they would see on their trip 
through the plant. 


Klingler introduced Wm. S. 
Knudsen, president of General 
Motors Corp., who gave the dele- 
gates a mental bird’s eye picture 
of the magnitude and scope of 
General Motors, its operations and 
its relations to the public and to 
its own members both in this 
country and abroad. 


A special feature of the NEA 
convention is the Pontiac sedan 
which is being given away by the 
Michigan Press Assn. to the NEA 
convention delegate who writes 
the best published account of 


Michigan either in the form of 
news, editorials, features, pictures 
or a combination of any or all of 
these. 


Willys Extends 


Economy Contest 


TOLEDO.—The nation-wide 
economy contest now being con- 
ducted by 3,000 dealers and dis- 
tributors for Willys cars has been 
extended from July 31 to Aug. 15, 
according to word just given out 
by the sales department of Willys- 
Overland Motors, Inc. 

This contest, which started on 
June 21, was developed to give 
motorists an opportunity to drive 
a new Willys equipped with a 
one-tenth gallon gasoline mileage 
tester, to see how many miles 
they could get on a measured 
of fuel. Owner reports 
sent to the Willys organization 
have steadily shown averages up 
to 35 miles to the gallon under all 
ordinary conditions of driving, 


NICKELGRAM 
105A 


Many automobile and motor 
boat parts, as well as household 
fixtures of every description, 
possess eye-appeal and lasting 
beauty because of the durable, 
bright electro-plated coating on 
their exterior. While Nickel is 
the most economical and du- 
rable of the electro-plated coat- 
ings, its effectiveness depends 
upon a coating of adequate 
thickness and the control of 
thickness has constituted a prob- 
lem in mass production. Re- 
cently, the U. S. Bureau of 
Standards developed a quick 
and non-destructive test for the 
thickness of Nickel coatings 
which will be a great aid in 
quality control. In making the 
test, a small spring balance is 
used to measure the attraction 
between the Nickel coating and 
a small permanent magnet. The 
reading on the dial of the scale 
shows the exact thick- 
THE ness of the coating. 


INTERNATIONAL 
NICKEL COMPANY 


INC. NEW YORK, N. Y. 
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Shares’ Prices 
At Best Level 
Since in May 


By C. J. ALEXANDER 

NEW YORK.— There was im- 
proved sentiment in Wall Street 
this week concerning the outlook 
for the automotive industry. There 
was growing confidence that the 
period covering the introduction 
of, stocking of dealers with, and 
early sales of next year’s models 
will be an active one. 

At the same time steel was 
helped by renewal of buying on a 
large scale by the automobile 
manufacturers. Re-affirmation of 
current prices of steel to make 
them apply to the fourth quarter 
was encouraging news all around 
and particularly to motors, accord- 
ing to the view in Wall Street. 


Economists here have it fig- 
ured out that national income 
has increased _ sufficiently to 
stand the advance in prices ex- 
pected from the automobile cen- 
ters. In other words, they feel 
that the industry will not work 
up listings on new models so 
much as to put them out of line 
with buying power. 

In view of new statistics show- 
ing more than 12,000,000 car- 
owning families with incomes of 
$20 to $30 a week, or less, the in- 
crease in factory wages and em- 
ployment is seen as highly sig- 
nificent to the motor’ vehicle 
trade. Cash income of farmers 
back at the pre-depression level, 
also is hailed as a boon to the 
industry. 


Statistics on trading on the 
New York stock exchange in the 
first half of the year, now avail- 
able, reveal that the turnover in 
General Motors was larger than 
@ year ago although*¥blume for 
the market as a whole was 
smaller. GM _ ranked fourth 
among the most active traded 
stocks, as against thirteenth in 
the first half of 1936, with a vol- 
ume of 3,279,000, comparing with 
2,268,000. 

Trading in Chrysler was light- 
er, however, and was in 17th 
place with a volume of 1,614,000, 
comparing with 3,185,000 last 
year, when this stock was in 
sixth place. 

Among stocks in addition to 
GM in which trading was heavier 
this year than last, were Yellow 
Truck, 2,345.000 vs. 1,920,000: 
Goodyear, 1,593,000 vs. 1,014,000; 
Reo. 1,446,000 vs. 1,301,000; Gra- 
ham-Paige turnover was virtu- 
ally the same as last year, total- 
ing 1,042,000, as against 1,044,000. 

Trading in the following addi- 
tional automotive stocks was 
lighter: Studebaker, 1,342,000 vs. 
1,829,000 and Packard, 1,215,000, 
as against 3,524,000. 

Aggregate turnover for GM. 
Yellow Truck, Chrysler, Reo and 
Packard in the six 


GM and “Yellow 
among the first 
stocks 
whereas in 
of 1936 Packard, Chrysler 
GM were up in the front 10. 
Automotive stock prices, in the 
average, at the end of the week 


10 most active 


and 


Plan Expansion 


At Allis-Chalmers 


WEST ALLIS, Wis.—Gen. Otto 
H. Falk, board chairman of the 
Allis - Chalmers Manufacturing 
Co., has announced that the com- 
pany will spend between $3,000,- 
000 and $4,000,000 on plant ex- 
pansion and improvement this 
year. 

To date, the only expenditure 
definitely decided upon is for the 
reconditioning of the boiler house 
here at an approximate cost of 
$800,000. 





months | 
amounted to 9,899,000, comparing | 
with 12,198,000 a year ago. Only} 
Truck were | 


in the first half of 1937, | 
the first six months | 
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covered by the ADN averages 
were at their best levels since 
May. All groups advanced except 
the tires, which went off slightly. 
General Motors and Chrysler led 
the advance. 

The averages by groups for 
July 21 compared as follows with 
the preceding week and a year 
ago: 

Year 
Change Ago 
+2.43 49.95 
+2.94 52.42 
+0.32 42.19 


—0.23 26.55 


This 
Week 
42.22 


43.47 


Last 
Week 


19 Cor-Truck Cos.. .49.53 
19 Parts-Access, ...37.80 38.12 
4 Tire-Rubbers ....41.86 41.65 

Motor Products aided the parts 
groun by responding to the 
dronping of the proposed merger 
with Briggs by advancing some 
seven points. The price move- 
ment among the parts companies 
individually was mixed, with 
gains and losses at about a 
stand-off. 

The SEC has authorized odd- 
lot trading in Studebaker shares 
on the Philadelphia stock ex- 
change. Permission for round-lot 
trading was denied. 

Greyhound Corp. this week de- 
clared regular quarterly divi- 
dends of 20 cents on its common 
stock and 13% cents on its pre- 
ferred, both payable Oct. 1. 


General Tire Okays 


Dividend on Preferred 


AKRON.—Directors of the Gen- 
eral Tire & Rubber Co. have 
authorized payment to its stock- 
holders of all accumulated divi- 
dends on its preferred _ stock, 
amounting to $7.50 a share, W. 
O'Neil, president, announces. 

Payment will be made in ad- 
vance of the regular preferred 
dividend payment, payment to be 
made on July 31 to stockholders 
on record as of July 20. There 
are 27,075 shares of preferred 
stock outstanding. 


General Tire preferred divi- 
dends have -been paid regularly 
since Sept. 30, 1933. The unpaid 
dividends were accumulated dur- 
ing the period from June 30, 1932, 
to Sept. 30, 1933, inclusive, total- 
ing $9 a share, but one payment 
of $1.50 a share was made subse- 
quently on the accumulated pre- 
ferred stock. 











Last Minute Wall Street Wires 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


NEW YORK, July 23 (3 P.M.)—Motor stocks were listless 
today, with Wall Street waiting the results of Chrysler 
report due after the close, and the -General Motors earn- 
ings report, expected early next week. Fractional changes 
were the rule and the closing was mixed. 








Nash-Kelvinator Earnings 


Rise in First Half of 1937 


KENOSHA, Wis.—The directors 
of Nash-Kelvinator Corp. Friday 
voted a dividend of 25 cents per 
share, payable Aug. 20 to stock 
of record at the close of business 
on Aug. 2, 1937. 

Nash Kelvinator reports net 
earnings for the six months ended 
May 30, 1937, of $2,700,443. This 
includes earnings of Kelvinator 
division from Jan. 4, 1937, only. 

For the quarter ended May 31, 
1937, net earnings were $1,990,880. 

While consolidation was not 
effected until Jan. 4, 1937, com- 


Tire Shipments 
Down in May 


NEW YORK.—Shipments of 
pneumatic casings during May 
estimated at 5,374,654 units, show 
a decrease of 3.3% under April 
and were 7.9% under shipments 
made in May, 1936, according to 
The Rubber Manufacturers’ Assn., 
Inc. 

This organization estimates pro- 
duction of pneumatic casings for 
May at 5,351,638 casings. This is 
a decrease of 6.6% under April 
but is 7.6% above May, 1936. 


bined earnings of the companies 
for similar periods of the preced- 
ing year would have shown $2,- 
010,533 for the period to May 31, 
1936, and for the quarter ended 
May 31, 1936, would have shown 
$1,944,802. 


In view of the change in the 
fiscal year to Sept. 30, and the 
consequent reporting of subse- 
quent profits on the basis of quar- 
ters ending on Dec. 31, Mar. 31 
and June 30, the company also 
reports profits for the seven 
months to June 30, 1937, of 
$2,810,972, as compared with the 
aggregate profits of the separate 
companies for the same period of 
the preceding year of $2,305,023. 


Muskegon Profit Up 


DETROIT.—Muskegon Motor Spe- 
cialties Co. (partially owned sub- 
sidiary of Houdaille-Hershey Corp.) 
reports for six months ended June 
30, 1937, net profit of $228,160 after 
depreciation, federal income taxes, 
etc., but before surtax on undis- 
tributed profits, equal after dividend 
requirements on $2 Class A _pre- 
ferred stock, on which there is an 
accumulation of unpaid dividends, to 
74 cents a share on 225,000 no-par 
shares of common stock. This com- 
pares with $91,730 or 14 cents a 
common share in first half of 1936. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JULY 23, 1937 


(Furnished by Wm. C. 


NEW YORK 


Allis Chalmers Mfg 
American Car & Foundry 
American Chain 

Auburn Auto 

Bendix Aviation 
Bethlehem Steel 


Bohn Aluminum & Brass.......-- 


Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. 
Budd Wheel Co........ 


Chicago Yellow Cab (1) 


Chrysler 

Clark Equipment 
Cleveland Gr. 

Collins & Aikman 
Commercial Credit ... 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 


du Pont de Nemours...... 


Eaton Mfg. 
Electric Auto-Lite 
Electric Storage Battery 
18 Evans Products 
614, Federal Motor 
31 Firestone 
4934, General 

a 48, General 
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47% 2734, Goodyear T. & R 
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8 4 Hayes Bedy Corp. 
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4 3 Hupp Motor 
1154, 99% Inter. Harvester 
155 120 Johns-Manville 
234% 12% Kelsey-Hayes W. 
19), 9, Kelsey-Hayes W. B. 
27% 17 Lee Rubber & Tire 
79 582 Libbey-Owens-Ford Glass 
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Ludlum Steel 
Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 
Motcr Products 
Motor Wheel 
Murray Corp. 
Nash Kelv. 
Pacific 
Packard 
Raytestos Manhattan . 
Reo Motor 

Republic Steel Corp. 
Socony Vac .. 
Sparks- Withington 
Spicer Mfg. . 

21 Stewart- Warner 
Studebaker 

Thermoid Co. ...... 


Federal 
Hoover Ball Bearings 
Timken-Detroit 
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Street Foresees Good Year for Car Industry in 38 
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Chrysler’s Net 
Soars; Dividend 


Of $3.50 Is Set 


NEW YORK.—With production 
in full swing after the March 
strike, Chrysler Corp. earnings 
for the second quarter soared 
and directors late Friday in- 
creased the dividend on common 
stock to $3.50. This compares with 
a $2 dividend paid in the first 
quarter of 1937. 

Net profit for the six months 
ended June 30, 1937, was reported 
at $27,456,609, equal to $631 a 
share on 4,352,320 shares, as 
against $29,473,736 or $683 a com- 
mon share in the first six months 
of last year. 

Earnings in the quarter ended 
June 30 last, based on a compari- 
son of the company’s six months 
report, and for the first quarter 
of the fiscal year total $16,542,306 
after charges and taxes equal to 
$3.80 a share, as compared to $10,- 
914,303 or $2.51 a share in the first 
quarter of this year and $18,020,297 
or $4.18 a share in the second 
quarter of last year. 

Unit sales by the corporation 
for the first half of 1937 totaled 
629,706, as against 578,407 in the 
first half of 1936. 

The dividend of $3.50 is payable 
Sept. 10 to stockholders of record 
Aug. 10. 


Motor Products, 


Briggs Merger 
Is Abandoned 


DETROIT. — Organized _resist- 
ance of a minority group of 
Motor Products Corp. stockhold- 
ers this week caused abandon- 
ment of plans for merger of the 
Briggs Mfg. Co. with Motor 
Products, proposed several months 
ago. The plan was scheduled to 
come up for a stockholders’ vote 
next week. 

One of the first results of 
Motor Products’ withdrawal from 
the proposed merger was an indi- 
cation that competition between 
the two body and accessory firms 
would be stiffened immediately. 
In announcing dropping of the 
proposed merger, Briggs declared 
that it was immediately proceed- 
ing to build a plant to manufac- 
ture “certain parts” now being 
made by Motor Products. 

Reason given by Motor Prod- 
ucts for withdrawal from the 
plan was that organized resist- 
ance of a minority group of its 
stockholders, recently risen, had 
succeeded in persuading Motor 
Products not to solicit assenting 
proxies any longer. 


Stock Assures 
Bantam Output 


(Continued from Page 1) 
ican Bantam company will consist 
of quarter-ton chassis, panel and 
pick-up trucks, coupes and road- 
sters. 

Performance claims for the 
American Bantam include that 
the car will go up to 60 miles on 
a gallon of gasoline, will attain 
a speed in excess of 60 miles an 
hour, and can be operated for less 


|than three-quarters of a cent for 


gasoline, oil and tires. 

The American» Bantam com- 
pany purchased the properties of 
the former Austin Car Co. last 
summer. The plant was originally 
equipped in 1930 and has a ca- 
pacity of 40,000 cars a year. 


Diamond T Financing 

CHICAGO.—tThe financing of Dia- 
mond T dealer sales will be handled 
in the future, when desired, through 
Commercial Investment Trust, Inc., 
it was announced this week by C. A. 


Tilt, president of the Diamond T 
Motor Car Co. 
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Re-Modernization Brings More Lubrication Profits 


o— a Se 


Extra Hoists, _ Equi pment 


Up Calif. Dealer’s Volume) 


DETROIT.—A year ago, ADN 
printed a story of the increase in | 
business accomplished by the 
Brokaw-Bauer Co. (Chevrolet), 


Los Angeles, through modernizing | 
its lubrication department. Busi- | 


ness volume statistics at the time 


tion sales activities had increased 
lubrication volume to $703 on 268 
cars handled during the month. 


Sales per car had increased to 
$2.38, and customer labor through 
the increased contacts $3,558. 
Comparative figures for the same 
month in 1935 were shown indi- 
cating that total service and lu- 
brication had increased over 100 
per cent. 

Today ADN shows a picture of 
the re-modernized lubrication de- 
partment of the same dealership, 
as well as the pictures shown last 
year, including the “before” and 
“after” modernization. As an ex- 
ample of what lubrication as a 
gateway to all service activities 
actually means, ADN also pre- 
sents some figures to prove the 
point. 

Figures for May, 1937, since the 
department was_ re-modernized, 
show that 432 cars were put 
through the department and that 
with the increased opportunities 
for sales contacts of everything 
in lubrication, the average sales 
per car owner has jumped to 
$2.79. In two years the average 
sale per car owner has jumped 
from aprpoximately $1.25 per car 
to establish an increase of 123 


per cent. Shop labor for May was | 


recorded at $5,200 and more re- 
cently received figures show that 
during June this year shop labor 
in round figures jumped to $6,200, 
or an increase of 74 per cent in 
the last 14 months. 

In the re-modernized picture 
three hoists are shown. Since July 
1 this year these have been sup- 
plemented by a fourth hoist of a 
double service type to be used 
for truck service only. The vol- 
ume of business done by the de- 


partment during May resulted in| 
a total business of $1,202, with big) 


Canadian Roads Assn. 


Sets Date for Conclave 
MON TREAL.- 


Roads Assn., 
at the Algonquin Hotel, St. An- 
drews -by-the-sea, New Bruns- 
wick, will be formally opened by 
Hon. Murray MacLaren, C.M.G., 
lieutenant-governor of New 
Brunswick, while official wel- 
comes will be extended by 
Premier A. A. Dysart, on behalf 
of the provincial government, and 
by Mayor H. B. Hachey on behalf 
of the town of St. Andrews. 


}and white 
ground and panels are in blue tile | 
while above 
the main background panel is a| 





The 23rd annual | 
convention of the Canadian Good | 
to be held Sept. 7-9} 


increases in chassis 


gear lubricant changes, motor oil 


|changes to the amount of better 


than $1 per car, wheel packs, 
spring lubrication and incidental 
work. The company expects that 


showed that modernized lubrica- | ‘He addition of the fourth hoist 


will make further increases in 
the department income returns. 


The new department is prov- 


|} ing that attractiveness and clean- 
liness draws trade. The floor is of | 


checkered marble tile in black 
squares. The 


with white panels, 


heavy blue and white curtain. The 
Alemite equipment is in maroon 


trimmed in chromium plated 
bands, the entire section approxi- 
mately 50 feet wide having tke 
appearance of a royal throne 
room rather than a department 
where cars are lubricated. 


The overhead high pressure 
hose leads are carried by means 
of heavy pipe conduits, each car- 
rying two hoses. With the val- 
ances and the brilliant lighting 
scheme, the department attracts 
business with hardly any solicita- 
tion on the part of the attendants. 
In arranging for the fourth hoist, 
the floor was extended as were 
also the valances and other dec- 
orative features of the section. 


To get new business as well as 
carry on the regular customers, 
the company is using the regular 
Chevrolet business promotion pro- 
gram which has been supple- 
mented with a system of follow- 
up cards on owners. The plan in- 
cludes three cards, one in. white 
which is the record of the car and 
its owner on cars purchased from 
the company; a blue one which 
lists the names of owners and 
their cars who bought their cars 
from other dealers; and an orange 
one which is the truck service 
card. All cards are filled out by 
the lubrication department oper- 
ator on duty. The operator notes 
other service needed and passes 
the card over to the shop man- 


|ager who flags the word needed 
| and places the card in the follow- 
| up rack for contact as quickly as 


possible. In this way co-operation 
between a highly-paid lubrication 
man and the service department 
manager has resulted in the com- 
pany now operating on a service 
work volume basis of approxi- 
mately $75,000 a year. 

Any car dealer can sit down 
with his service manager and 
figure out just what this will 
mean in net profits. The figure 
can also be used by the dealer 
in figuring out just what his car 
sa’'es increase budget will amount 


lubrication, | 


back- | 








FOLLOWING A YEAR of profitable business under modernized conditions, Brokaw-Bauer Co. (Chev- 
rolet) Los Angeles, recently re-modernized its lubrication department and installed a third hoist. Shortly 
after this picture was taken, a fourth hoist was added, in the face of ever-increasing business. As a re- 


the department was re-modernized. 


ae 


—a word in 
edgewise” 


(Continued from Page 4) 


purchase 1,919,618 motor cars in 
a single year? 

Does anybody know any other 
agricultural nation on earth in 
which the farmers own 5,035,000 
motor vehicles? How about 
Russia? Russia is the kind of an 
agricultural country in which the 
farmers work for the govern- 
ment. Well, Russia, with a total 
population of 170,500,000, owns 
356,000 motor cars, or one to each 
479 persons. How many of the 
356,000 cars are owned by farm- 
ers ?.. 





* * * 


Hadn't we better hold on to a 
civilization that has made pos- 
sible a motor car for more than 
half of the families in the United 
States? If we do, we will con- 
tinue, as we did in 1936, to build 
four billion dollars’ worth of cars 
and sell 508226 cars to such 
countries as Russia. We will pay 
°676,000,000 in wages to the work- 
ers in motor car factories, and 
provide a basis for about two 
billions of dollars in motor car 


taxes, a billion dollars in gasoline | 


taxes, and nearly 400 millions in 
registration fees. We will make a 
market for 32,000,000 tons of steel, 





600,000,000 tons of iron, 573,000) 
tons of rubber, 200,000,000 square | 
feet of plate glass, 44,000,000 tons | 
of leather, nearly four billion} 
feet of lumber, and so on through | 
all the basic products. Change our 
civilization and compel every body | 
to work for the government, and | 
America’s basic industries would | 
go to pot and the people with 
them 

Chicago Daily Drovers Journal 


placed on a maroon platform | sult, the firm’s service gross now approximates $6,000 monthly as compared with $4,000 monthly before 


‘Maximum 60-Hour Work 


Week Urged for Truckers 


WASHINGTON. —A maximum 
work week for truck drivers of 
60 hours on duty, with a daily 
limit of 15 hours on duty and 12 
hours of actual work or driving, 
was recommended here this week. 


In a report to the interstate 
commerce commission, accom- 
panying the proposed regulations 
prepared by R. W. Snow, ex- 
aminer, and based on an ex- 
haustive investigation conducted 
by him and H. H. Kelly, chief of 
the section of safety, bureau of 
motor carriers, three points were 
emphasized: 

1 That the suggested 60-hour 
week prohibits a continual 
overworking of a driver without 
adequate rest in order to prevent 
cumulative fatigue. 
2 That the 15-hour daily limit 
provides a more liberal basis 
than indicated by the weekly 
maximum, so as to permit neces- 
sary flexibility of truck service. 
‘ That drivers are assured nine 
e hours’ 
24 consecutive hours. 

The regulations, it was pointed 
out, would apply to owner-drivers 
as well as employes of 
trucking firms. It was explained 
this would limit the 
hazard caused by the long hours 
sometimes worked by so-called 
“gypsy” truckmen. 


Pointing to the fact that the pro- 


posed maximum hours are gen- 
erally longer than those now be- 
jing used by most responsible 
truckmen, 
if employers start using the 
maximum limitations as minimum 


| requirements for their drivers the 


case will be reopened for further 
consideration. 








rest in any period of | 


| will 
larger | 





highway | 


the report stated that | 


| since 


Emphasis also was laid on the 
fact that the rules are generally 
stricter than those now enforced 
in most states governing motor 
carrier employes’ working hours, 
and that the proposals are based 
on safety factors rather than 
economic considerations. 


White Names Purcell 


N. Y. District Manager 


CLEVELAND.—A _ veteran of 
more than 20 years in the truck 
and bus industry, Robert J. 
Purcell has been 
appointed New 
York state dis- 
trict manager 
for the White 
Motor Co., and 
will take over 
his new duties 
immediately, J. 
N. Bauman, 
White vice- 
president in 
charge of sales, 
announces. 

Purcell, who 
maintain central offices in 
Syracuse, has been a resident of 
Syracuse for the past 15 years. 
Joining White in 1914, he served 
in the company’s traffic depart- 
ment, later in the sales division, 
and finally was named company 
branch manager for Syracuse and 
Utica, which post he held until 
eight years ago when he resigned 
to take up new connections. 

One of Purcell’s first official 
moves was the appointment of 
David L. Hennigar as White 
branch manager at Buffalo. Hen- 
nigar has been with the company 
1918. 


R. J. Purcell 


THE “BEFORE MODERNIZATION” picture on the left was taken when lubrications were only a nuisance sideline with the Brokaw-Bauer Co. (Chevrolet) Los Angeles, 
as is the case with many dealers. When it was cleaned up and a background and valan:zes installed, plus new and decorative equipment giving the place a business-like appear- 
ance, lubrication volume and profits rose steadily. The increased number of car-owner contacts increased car sales and boosted the service department business to an average 
of better than $4,000 per month. The company now is doing over $6,000 per month in service work alone. The picture on the right shows how the lubrication department ap- 
peared after it had been modernized in the summer of 1936. Shown elsewhere on this page is photo of newly re-modernized department of the company. 





40836 PEOPLE 


Switched from Other Cars 
to DODGE in the Past Year! 


WHY DODGE-PLYMOUTH DEALERS EVERYWHERE 
ARE ENTHUSIASTIC ABOUT THIS TRIPLE-PROFIT DEALERSHIP! 


N° wonder Dodge-Plymouth dealers from coast to coast 
are enthusiastic about this triple-profit dealership! They 
are making money on not one — but three — fast-selling, 


successful lines of merchandise! 


Dodge... More people buy Dodge 
cars than any other make except- 
ing the three lowest-priced cars! 
In the past year, 140,836 people 
have switched from other cars to 
Dodge — and these are in addition 
to the many thousands who regu- 
larly repurchase Dodge! 

Plymouth ...The best buy of all 
three — sensation of the low-priced 
field! Plymouth and Dodge to- 
gether give 98.6% coverage of to- 
day’s great passenger car market! 


Dodge Trucks...This complete 
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line of Dodge commercial cars and trucks covers 98.2% of 
today’s market. Think of it! Three lines of merchandise 
to sell— three profits to make! This triple-profit dealership 


blankets the market with mer- 
chandise that meets the require- 
ments of nine out of every ten 
new car and new truck buyers! 


And another thing. Think of 
the tremendous volume of service, 
parts and accessory business that 
comes to a Dodge-Plymouth dealer 
from owners of these three fast- 
selling lines! Many Dodge-Plym- 
outh dealers have a greater poten- 
tial service business on Dodge 
trucks alone than some dealers 
have on their entire line! 


DODGE ano PLYMOUTH CARS °thiusteat'ts" DODGE TRUCKS rt sitet 
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